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This is our 

Selicord” display 
carton for Coils of 
Sash Cord. Keeps 

it clean, easy to 
handle, easy to store. 
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King. 


WINDOW SASH 
DOOR BALANCES 
CLOTHESLINE 
STARTER CORD 
DRYER CORD 
TIE-DOWN LINE 
HEAVY WRAPPING 
JUMP ROPE 

PLOW LINE 
AWNING CORD 
FLAG HALYARDS 
LAWN FURNITURE 
TENT ROPE 

PACK LASHING 
TARPAULIN TIES 
OVERHEAD DOORS 
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JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET, NEW YORK 8, N. Y. 
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SASH CORD 


in the 
‘‘handy-bag’”’ 
package 


Here's a new Sash Cord package that 
has almost everything. The cord is com- 
pletely protected from dust, dirt and 
handling abuse by the heavy gauge poly- 
ethylene bag. The clean, white cord is 
fully visible and with both hanks bagged 
you can cut the hanks apart and both 
customers get a packaged purchase. 


This new package is also just the ticket 
for counter display, for shelf stock or for 
bins. And King Cotton Sash Cord is priced 
RIGHT. Write for a FREE SAMPLE and our 
latest prices and see for yourself. 
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KWIKSET “600” line locks were 
selected for use in the beautiful Prize Homes to be awarded 
in White King Soap’s “Name the Home” Contest. 


“Only products that met the most rigid quality standards were selected 

for installation in these highly publicized homes and only 

KWIKSET “600” line locksets with their distinctive styling and superior construction were 
judged acceptable”—so stated Ben King, President of the Mesa Builders 

and Equipment Company in Costa Mesa, California. 


For dependable performance, easy installation and trouble-free 
ce, specify the new KWIKSET “600” line of 
unconditionally guaranteed locksets. 








take a look at... 


Quality Cabinet Horduw 


that helps sell homes! 
CONCAVE COMFORT GRIP 


Smooth, slender lines and generous gripping area are 
characteristic of Washington Comfort Grip Pulls. Design 
eliminates corners and edges that catch and tear garments. 
Made of solid die cast metal. Available in six “color 
rich” finishes. 


SPOTLITE. 
KNOBS lie 
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The concave surface of Spotlite Knobs does interesting 
things to reflected light. Comfortable to the grasp. Placing 
a plate behind a Spotlite Knob protects the fittish of the 
cabinet and adds decorative beauty to any finished wood- 
work. Made of solid die cast metal. Availabie in six 
“color rich” finishes. 








This hinge improves appear- 

ance and quality of cabinet, 

yet reduces cost. It offers a 

new and modern flush face 
type cabinet. When door is closed, you see only '4" of the 
pivot tip. This type of construction is ideal for natural finish 
cabinets as the complete front may be cut from a single piece 
of plywood, allowing a matched grain to cross apron, drawers 
and doors. Available in four finishes, and prime coat. 


SEMI- CONCEALED 
344” INSET HINGE 








US. PAT. WO. 0-168 819 


For the distinctive touch, here’s a smartly styled %” 
inset hinge for lipped doors. Five knuckle barrel, heavy 
steel construction. Full 180° swing. Highly polished cabi- 
net leaf. Available in four finishes and prime coat. 


WASHINGTON, LINE 


FOR MORE INFORMATION ASK YOUR JOBBER, OR WRITE TO: 
WASHINGTON STEEL PRODUCTS, INC., DEPT. AL-8, TACOMA 2, WASHINGTON 
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Since 1873 a Pioneer in Practical 


Merchandising for Building Material Dealers 


FEATURES 
Idea-A-Minute 12 


Why not adapt some of these dealer-tested methods 
to your own operation? 


Guideposts for Salesmen Calling on Dealers 
Secret of successful selling is salesman's desire to be 
of service to his customer. 


Easy Financing Helps Sell Sweat-Equity Homes 
Illinois dealers find people who undertake to build their 
own homes are an excellent credit risk. 


A Shortcut to Higher Office Efficiency 
Indiana retailer says mechanically controlled bookkeep- 
ing provides |00°% accurate data instantly. 


Lumber Tree Equipped with "Overcoat" 
California firm develops a different method for storing 
redwood house gutter: 


Built-in Appliances Are a “Natural” for Us 
Milwaukee dealer says popularity of built-in kitchen 
ranges is a challenge to lumber dealers. 


Basic Island Unit 53 
Design features « mplete flexibility, unlimited utility 
and maximum visibility. 


Direct Mail Program Expands Trading Area 58 
New York firm mails brochures four times a year to 
boxholder within a 20-mile radius. 
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THIS ISA 


PACK RIVER 
TREE FARM 


“PACHY ANNOUNCES 


the change of the name of 


the Pack Hiver Sales Company to 
PALH RIVER TREE FARM PRODUCTS 


PACK S& RIVER 


TREE FARM PRODUCTS 


rf 


‘o 
P. O. BOX 64 SPOKANE, WASHINGTON 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Customers stay away from our doors. 


Dealers aren't blocking their doors these warm August days but we frequently 
hear the complaint that business is just too good. Everyone from the owner or 


manager to the harassed truck driver is frankly happy-tired as the volume continues 
to mount. 


With sales up in 85% of the yards across the country (as reported in the last 
issue of American Lumberman) there's a very human reaction to let-down and just 
take what comes down the pike. The same report also noted that 56% of the dealers 
queried had experienced increased profits so far this year - further encouraging 
a shift to low gear. 





The last quarter will tell the real profit story. 


Fall and winter merchandising is the theme for the next issue of American 
Lumberman and some dealers have frankly suggested that a special promotion for 
more fall business is hardly necessary this year. 





Yet it's the last inning that counts in a ball game. No one at this stage can 
anticipate what the tighter VA and FHA terms will mean to new home construction 
during the remainder of the year. Or for that matter if all the new homes now 
being built will sell readily this fall. Everything is optimistic . .. things 
look good but a fall promotion ready to go is an insurancy policy. 





Manufacturers often cocky and self-satisfied. 
Producers of building materials, with mile-high order files, sometimes seem 





to be short- -sighted and just going through the motions of presenting dealer mer- 
chandising programs. There are many exceptions, of course, but we are often dis- 
couraged by our off-the-record conversations with manufacturers. This attitude 
of “why should I do anything when the plant's oversold,” is strictly old- 
fashioned and out of step with producer thinking in other fields. 


Dealers are highly critical of packaging, sales aids, advertising—much of the 
sales tools put out by manufacturers of building materials. We are assembling 
these gripes and will pass them on to open-minded producers when they are fully 
representative of the industry. Dealers are urged to send in their comments on 
sales aids but please be constructive and specific. 


Dealer Displays offer a good example. 


Manufacturers are still turning out units that are frequently difficult to 

use in a modern showroom with island and wall fixtures. Salesmen wander 

around yards trying to find a place for these various displays. Yet the pattern 
Con- 

ventional counter displays are out in the super mart but these dealers are using 

effectively units that top or slip under merchandise and have a projected selling 

panel. They also go for the tie-in promotions that bring several manufacturers 

together on a joint promotion that frequently _dominates the store. 


Package selling will really take hold in lumber yards when manufacturers of 


building materials begin to team-up and offer dealers integrated promotions that 
ring the bell. 








NRLDA exposition picking up momentum. 


Dealers and manufacturers are both checking train and air line schedules for 
the second lumber dealer exposition at Cleveland, October 11-14. The apathy ap- 
parent last year when the show was discussed seems to have vanished. 


Hard working committees deserve a lot of credit. They are shaping up pro- 
grams that will be packed with information vital to both small and large re- 
tailers. The clinics planned seem tc go right to the heart of the daily opera- 
tions of a business. No fluff, just the latest in practical information. 


(continued on page 9) 
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American Lumberman Exclusive 


Material Shortages Debunked; 
“No Problem” Say Majority of Dealers 


Less than 25% of the dealers re- 
ported a serious shortage of criti- 
cal materials in a recent coast-to- 
coast American Lumberman sur- 
vey. Dealers were queried on seven 
products: plywood, gypsum board, 
insulation board sheathing, ce- 
ment, glass, builders’ hardware 
and oak flooring. 

Delays in receiving goods are 
serious with some dealers, no prob- 
lem with others. Material short- 
ages are equally spotty. 


Gypsum board is tightest, fol- 
lowed closely by insulation board 
and cement. But more than 75% 
of the dealers report receiving as 
much of these products as last 
year. 

Local conditions affect short- 
ages and shipments, but even here 
the pattern varies within states. 
In one eastern state some dealers 
report decreases and delays while 
others report no cut in allotment, 
even increases in some cases. 


More insulation sheathing and 
gypsum board than he received 
last year and with a 2-4 week de- 
livery, is the report of a south- 
eastern dealer, while a western 
dealer is getting only 40-70% of 
his allocation. Another eastern 
dealer, receiving at least 15% 
more plywood than last year, says 
“dimension and sheathing boards 
are just plain hard to get.” 


Glass seems to be slowest in de- 
livery for some dealers. Four per 
cent report delivery from 5-12 
months on some types of glass, 
but 53% have no delivery problem 
with glass. One southwestern 
dealer says he has been getting 
glass from England and adds “In 
our opinion, glass will ease some 
in the near future.” 


Insulation board is slower gen- 
erally than other materials. Only 
5% of the dealers rate deliveries 
current or good and 75% estimate 
delivery time ranging from 60-120 
days. 

Cement bothers a few dealers 
although 81% report deliveries in 
30 days or less. One dealer gave 
his delivery time as “never,” 
though he added he’s getting 50% 
less than last year. Another deal- 
er, who used two cars of cement a 
month in 1954, has been cut off 
by his supplier and is receiving 
none at all. 

Other problems reported: “Sup- 
plementing normal! sources of gyp- 
sum board with imported board, 
but have none available for remod- 
eling and repair work,” midwest. 
... “There is a shortage of siding 
and upper grades of redwood,” 
southwest. ... “Specified cars of 
Douglas Fir Dimension seem near- 
ly impossible to place,” southeast. 
... “Four to five month delay in 
face brick,” east. 


FHA Increases Home Down Payments; 
Reduces Time Mortgages Can Run 


Housing Administrator Albert 
M. Cole and Federal Housing Com- 
missioner Norman P. Mason in a 
joint statement announced that 
the FHA, effective immediately, is 
reducing the maximum maturity of 
FHA-insured home mortgages 
from 30 years to 25 and is increas- 
ing by 2% the minimum down pay- 
ments for homes. 

Administrator Cole described 
the action taken by FHA Commis- 
sioner Mason as “a mild and tem- 
porary precautionary measure 
which seeks to assure that the 
housing market will not contribute 
inflationary measures to the econ- 
omy.” 

“To counteract any unnecessary 
rise in the price of homes, FHA is 
temporarily suspending its regu- 
lations which permit the writing 
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of 30-year mortgage loans, substi- 
tuting instead a 25-year maximum. 
Prior to August 2, 1954, the maxi- 
mum generally was 25 years. 

“FHA is also increasing by 2% 
the minimum down payment for all 
one-to-four family dwelling units 
purchased with FHA-insured 
loans.” 

Minimum down payment for 
FHA-financed homes formerly was 
5% of the first $9,000 of the FHA’s 
appraised value of the home and 
25% of the amount above $9,000. 
The minimum down payment does 
not include closing costs, which 
also must be paid in cash. 

The new directive requires a 
minimum down payment, exclusive 
of closing costs, of 7% of the first 
$9,000 of value plus 27% of the 
value in excess of $9,000. 


August 22, 


Consumer Magazines 
Play Up Dealers 


Lumber dealers are getting a 
nice boost from consumer maga- 
zines these days, all of which 
should result in added business 
and prestige. Here are several 
magazines, which have articles in 
the current issue or very shortly. 

Mechanix Illustrated. “How to 
Modernize Your Home?”’ is the title 
of a 50-page section in the Sep- 
tember issue now on the news- 
stand. A two-page spread shows a 
cutaway section of a house with 
arrow lines tieing the 14 special 
articles to the particular areas of 
the house under discussion. 

These subjects are attic, sky- 
light, ceiling tile, attic ladder; in- 
sulation, oak paneling, kitchen, 
outdoor grill, patio, carpeting, 
basement, midget bar, lawn and 
driveway. 

Popular Science Monthly. A spe- 
cial 80-page section in the Septem- 
ber issue will cover “Home Im- 
provement and Do-It-Yourself” ac- 
tivities. The articles cover a wide 
range of projects from building a 
carport to building a work bench. 
Reprints of this section will be 
made available to retail building 
materials dealers at cost. 

Living for Young Homemakers. 
Several pages of the October issue 
will describe today’s modern lum- 
ber dealer, his services and how 
he functions. The issue will fea- 
ture two case-history stories: one 
will describe how the Glenview 
(1ll.) yard of the Edward Hines 
Lumber Co. sells kitchens; a sec- 
ond article will tell how Klaff’s 
in South Norwalk. Conn., helned a 
family build a basement living 
room and an added bedroom. Re- 
prints of these articles and help- 
ful store promotional material wil! 
be made available to lumber deal- 
ers. 


Investiqate Poor Lumber 
For Defective Grain Bins 


Senate investigators were told 
last week that storage bins made 
for government-purchased surplus 
grain were made of lumber so poor 
three men were needed to carry a 
16 foot plank. Otherwise, it would 
crack because of knotholes, it was 
said. 

The testimony came from Wen- 
dell Becraft, administrative officer 
for the Kansas state agricultural 
stabilization committee, at a hear- 
ing called by the senate investiga- 
tions subcommittee. 

Becraft testified that most of 
the 5,100 wood and metal storage 
bins erected in Kansas last year 
will collapse of defective material 
or construction. 

(continued on page 10) 
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greater beauty - better view - finer performance 


BOTH FIXED AND VENTILATING UNITS 


You can do more with Crestline Stacking Awning Units! Units 
stack upon each other and side by side. Fixed units can be placed 
OPENS 0° to 90° on end. Crank-operated sash are completely weatherstripped, 
noiseless in operation and open to a full 90°! Factory-applied 
aluminum screens are easily removed for cleaning windows, but 
never have to be touched for opening. Extra slim mullions help 
beautify “‘glass walls’’ and broaden vision. You'll sell more with 
Crestline Stacking Awning Units! 





Another Crestline first! Operating 
90° sash open to a 90° angle 
for full view and ventilation! 




















CONCEALED 
HARDWARE 


No awkward bars or extensions 
mar front view or interfere 
with drapes. Gear-operated 
hardware is hidden when 
window is closed. 
































CREST-O-PANE 


GLAZING GROUPS, STACKS, RIBBONS 
All units are double-glazed at 


the factory with Crest-O-Pane A great variety of window layouts are possible with Crestline 

insulating glass. (Single glazing Stacking Awning Units! This flexibility, combined with fine quality 

is optional) construction and low cost, is making this unit an outstanding 
favorite with home builders and owners. 


none better to build with or to sell 


lh redline f [illwor @ = 


See your distributor, or write THE SILCREST COMPANY, Wausau, Wisconsin 























Removable Window Units + Slideby Window Units + Casement Units » Louver Doors + Flush Doors + Panel and Sash Doors « Aluminum Combination Doors + and others 
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NRLDA EXPOSITION PROGRAM 


Here’s a brief run-down on the second annual building products ex- 
position. Sponsored by the National Retail Lumber Dealers Association 
and 33 federated associations the show seems shaping up as a well- 
attended, successful event. 

When: October 11-14 at the Cleveland auditorium. Hours 9 a.m. to 

5 p.m. 
Cost: A fee of $15 will cover admission to the auditorium and all 
clinics, Each dealer paying this fee can visit product exhibits and clinics 
as often as he chooses. There will be a registration fee of $5 for ladies 
to cover a series of special events. 

Program: Over 200 exhibits, 48 hours of clinics, three evenings of 
entertainment and full-scale demonstrations of home modernizations. 

Six clinics have been planned to cover all the phases of more profitable 
yard operations. In all cases the clinics will be largely planned and con- 
ducted by practical dealers who have been successful in the clinic sub- 
ject. Pictured are the program chairmen. The six key subjects include: 


Materials Handling 


Demonstrations will include both open and box car 
loading and unloading of lumber and other products, 
palletized handling of bagged goods with lifts, hand 
trucks and conveyors for lightweight products. Dis- 
cussions of storing, yard layout, conversion of older 
yards to mechanical handling and trends in ware- > 
house design are scheduled. T. DOUGHERTY 


House Components 


Demonstrations will feature two, full-scale house 
sections showing the economies of pre-assembled 
building parts including wall panels, roof trusses, 
storage walls, floor sections, cabinets, ready-hung 
doors and similar new developments. One house sec- 
tion will be built ahead of the exposition; the other 
will be erected from scratch each day of the show. PAUL DeVILLE 


Advertising 


Examples and case studies of advertising used by 
dealers in support of manufacturer’s merchandising 
programs will be a feature of this clinic. Also in- 
cluded will be an analysis of consumer buying mo- 
tives and an interesting discussion of the effective 
advertising methods used today in the field of radio 
and television. 


Store Layout and Display 


Films and demonstration will show modern retail 
store fixtures, store layout, the store of the future, 
use of the self-selling NRLDA panel displays. Also 
to be presented will be the latest on self-service in 
lumberyards and new manufacturer ideas on pack- 
aging. The presentations will include ideas on mer- 
chandising fixtures with signs and pricing. 


Developing the Farm Market 


Case histories will explain the promotional and 
advertising methods used by both small and large 
retailers in selling the farm trade. Farm experts 
will tell of the farmers building needs and the serv- 
ices they expect from lumber dealers. Pole construc- 
tion of farm buildings will be presented with the em- 
phasis on the cost-savings possible with this type 
of building. 


Mortgage Money and Consumer Credit 


Complete, detailed explanations will be given for 
the handling of the financing for new homes and home 
improvements. The emphasis will be on the proper 
filling out of forms of both FHA Title I and Title II 
and VA loans to avoid common errors that cause de- 
lays. The discussions will go from the initial appli- 
cation to final approval of the loan. 


ELIAS NUTTLE 


August 22 


Cleveland Slum Projects 
Tied to NRLDA Exposition 


Cleveland has accepted an invi- 
tation from the National Retail 
Lumber Dealers Association to 
conduct a dramatic citywide neigh- 
borhood improvement demonstra- 
tion timed to start at the opening 
of NRLDA’s exposition being held 
there October 11-14. 


Announcement of the Cleveland 
program was made by Watson Ma- 
lone, III, NRLDA president, to 
editors of 20 leading consumer 
magazines who were guests of the 
association’s exposition committee 
at a luncheon in New York City. 

To show the public the miracles 
that neighborhood modernization 
can accomplish in preventing ur- 
ban blight, 12 pairs of older homes 
are being selected in various sec- 
tions of the city and will be pur 
chased by Cleveland business men 
One of each pair will be modern 
ized and eventually resold and 
the other will be left as is for con 
trast. The improvements will be 
made within economic limits in 
order to keep the demonstrations 
practical. Amounts spent on re- 
modeling will vary from $2,500 to 
$13,000. Plans for the moderniz- 
ing will be developed by the edi- 
torial staffs of the consumer maga- 
zines which then will publicize the 
homes they designed. 

The most spectacular feature of 
the demonstration will be a pair of 
homes which will be moved to a 
prominent downtown location. One 
of the pair will be given a dream- 
house treatment to illustrate the 
real wonders that can be wrought 
by modernization. The remodeled 
home then will be given away in a 
prize contest to the author of a 
winning essay on the value of 
home modernization. 


Home Week Contest 
For Lu-Re-Co Dealers 


American Builder magazine has 
announced that they will sponsor 
a contest for franchised Lu-Re-Co 
lumber dealers this September in 
connection with National Home 
Week. Now being planned for the 
eighth year, the promotion is 
scheduled nationally for Septem- 
ber 10-18. 


A very complete merchandising 
kit will be available to dealers 
without charge that outlines a 
step-by-step program for staging 
the promotion. The kit includes 
press releases, advertising sugges- 
tions, posters, banners, streamers, 
truck signs and many other items. 
Complete information may be ob- 
tained from National Plan Service, 
Lu-Re-Co sales representative, 
= W. Hubbard St., Chicago 22, 
ll. 
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KOCHTON 


has the right Plywood 


SR capo 


for all your needs 


Let us fulfill all of your requirements for DOUGLAS FIR PLYWOOD 
in the size, thickness and grade specified for your job. We can 
supply fir plywood in thicknesses from Y%”" to 1”, widths from 24” 
to 60”, lengths from 48” to 192”. 


Fir plywood sheathing is available in interior or exterior type for 
roof, wall and floor construction. Concrete Form plywood is han- 
died in the BB Grade for normal use; in the plastic-faced panel 
for the smoothest surfaces and greatest number of re-uses. Decora- 
tive plywoods in the brushed or embossed patterns are excellent 
for natural or duotone finishes. 


Call us for the new EVERSIDE EXTERIOR PLYWOOD BEVELED 
SIDING. This new overlaid fir plywood siding assures greater 
strength, increases nail-holding qualities and will not split or sliver. 
Application costs are reduced because the siding covers large 
areas with widths of 12”, 16”, 20” and 24”. The prime coat of 
Penta WR and the tough overlaid surface make it easy and 
economical to paint. Be the first in your locality to sell this PROFIT- 
MAKING product! 


Contact us today for your building material needs in carload, 
L.C.L. or warehouse shipments from any of our 14 conveniently 
located warehouses. 


CALL US ON CARLOADS OF 
LUMBER & MOULDINGS 


Ve 
= ae 


) KOCHTON 


PLYWOOD awo VENEER CO., IN 
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to ASSURE 
the SUCCESS 


of Your... 


Convention 


Sales Meeting 


& Plan your convention or sales meeting 
at this paradise on the ocean. Its 
complete air-conditionec Convention 
Hall will comfortably accommodate 
over 700 persons for meetings . . . 450 
for banquets. No obstructions. . . not 
a single pillar or post. Other meeting 
rooms for smaller groups. 


Among the many recreational 
features are shuffleboard and golf... 
charter boats with experienced cap- 
tains for deep-sea fishing as well as 
lake fishing are available at our pri- 
vate docks. Over 800 feet of private 
ocean beach. 


& You will find at the Colonnades 
everything needed to make your con- 
vention a success. Everything to make 
for a perfect meeting. We will be 
pleased to discuss with you the plans 
for your convention. Write for more 
detailed information to: Convention 
Manager, Colonnades Hotel, Box 
676, Riviera Beach, Florida, or phone: 
Palm Beach 4-5221. 


OLONNADES 


CONVENTION HALL 
PALM BEACH SHORES 
Florida $ OCEANFRONT 


CONVENTION HALL 


(For more date on advertised products fill in coupon on page 84) 
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Cash for Your Ideas! 


Got any good ideas that are work- 
ing for you — something that you 
thought up yourself? If 80, why not 
mail them in to us? The address 
is American Lumberman, 189 North 
Clark Street, Chicago 2, IU. We'll 
pay you $3 for each item used, They 
can be as long as a column or as 
short as a paragraph. The ones used 
on this page will give you an idea. 


—The Editors 


Special stakes are finding a 
ready market with us. Oil pros- 
pectors in our part of the country 
require special stakes for seismo- 
graph testing. 

We have developed a profitable 
and steady sales item out of shorts, 
obsolete moldings and odds-and- 
ends. — Henry Sawtell, president, 
Yellowstone Lumber Co., Miles City, 
Mont. 


* * ” 


Photos help sell fences for us. 
We take pictures of attractive and 
popular-type fences in this area, 
where a large number of homes or 
new projects are being developed. 
We recently enlarged on this idea 
to the extent of using 35mm color 
slides and a projector set up in our 
show room. 


We plan to carry our photo pro- 
motion a little further by taking 
pictures of do-it-yourself remodel- 
ing projects—attics, rumpus rooms 
and kitchens — to help push this 
type of package sales—J. FE. Mc- 
Corkle, Beaver Alberta Lumber 
Limited, Edmonton, Alberta, Can. 


* * * 


Better sales performance has re- 
sulted from a constructive criti- 
cism and evaluation system which 
we've adopted among our em- 
ployes. 


When one employe observes the 
handling of a customer by another 
employe and notices strong or weak 
points, he makes a note of it. These 
observations are discussed at the 
regular weekly employes’ meeting, 
always from a constructive point of 
view. Our employes are supporting 
this idea and good results are no- 
ticed.— Jim Brown, J. C. Ames 
Lumber Co., Streator, Ill. 


> 


August 22, 


We color-code our molding. 
After spending nearly two weeks 
between sales inventorying our 
molding and trim by pulling out 
each individual piece to check its 
length, we decided to color-code 
each length we stocked. 


After trying several different 
paints and colors, we found that 
common crayons were best. We use 
one color for even lengths and a 
combination of colors for odd 
lengths. 


This system works fine and we 
can service our customers much 
faster and we can take inventory 
much faster. We have also had 
much favorable comment from our 
customers, who are amazed how 
we can pull a given length of trim 
from our bins without more than 
a glance at the ends. 


We have found that the follow- 
ing colors are easy to find and are 
the best combinations: 


4-foot lengths........... orange 


| toy .. . orange and purple 


6 purple 


...purple and green 


9 .... green and black 
10 
11 
12 
13 
14 
15 
16 


We use yellow for the few 
lengths over 16 feet. 


We have used this system for 
about two years and it works fine. 
The first thing we do after receiv- 
ing molding and trim is to color one 
end of each length before placing 
it in the bins. This helps the buyer 
as he can take a physical inventory 
of our stock with just a glance at 
the end of the trim and molding.— 
W. M. Powledge, Foxworth-Gal- 
braith Lumber Co., Dumas, Tez. 

(continued on page 20) 
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Now! Biggest Advertising Ever! 


Again in 1955 ABC leads the 
field with powerful, consistent 
advertising in the leading 
magazines your customers read. 
Together these big magazines 
reach more than 14,000,000 
readers. And all sales leads 
are sent right to you! 


Insure Profits 6 Ways 
with ABC Jalousies! 
1 KD Saves Freight, Space Pies ~ngerg 


ae as ~ Up to 10 times 
T more storage 
space, plus 
freight savings, 

, with Knockdown 
~ | (KD) units. Fast 


‘a 8-screw assembly. Standard, special widths 
i | Simple sawcut 15” to 43’, plus in-between 
é for odd sizes. sizes. Heights from 14” 
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i with 4” increments to 192”. 
oe ee 
Consumer-Tested Features Complete Sales Helps 
» © Heavy extruded frames = ee 
8 heat-treated for top strength! © —_ 
» @ Patented spring-clip is 


heat treated, eliminates 
bending clip. Gives 

z »0sitive seal, too! 

/e p -recision-balanced louvers Mats, color catalogs, 3-D 
for fingertip or viewers, window banners, 


@ Korosea! weatherstripping! TV-radio aids, installation 
Easy-draining sloped sill! 





_Gotaie-—-for big sales! 


Huricane-Tested 





Tested against water and 
air infiltration by 
University of Miami, and Average only 5 to 7 days 4 
Pittsburgh Testing tont | on standard or thock sizes! 99 


<a Onn Or — ig 














Mo, F re Bi peas 4c shige oti 
"Guaranteed by 
Good Housekeeping Free Details! MAIL COUPON TODAY! 
\ior AS ADVERTISED > 8 A EC ANE AE Sore 






2 , ADAMS ENGINEERING CO., INC. 
World’s Largest Jalousie Factories! Dept. A-8. Box 936 Little River Branch 
Two giant Miami, Fla., plants (below) include 340,000 square Miami 38, Florida 


feet to serve you! Plus--- 


Gentlemen: I am interested in learning about a 4 
a 


profitable ABC jalousie dealership. Please rush 
full details without obligation, % 


= i 
_ x 


adams engineering co., inc. ee i 
MIAMI, FLORIDA « 5S. HACKENSACK, NEW JERSEY 











y Zone State 
SS A ke a A A ce 
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DUNCAN CO. 
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ALSO AVAILABLE IN BF 1% 








ALSO AVAILABLE IN BFF 4 








AV ARAL  ACROME One’ 


AFM 1%"" 
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AVAILABLE IN ALACROME ONLY 





AVAILABLE IN ALACROME ONLY 
FOR DEEP PLE MUGS 


J 1%” —___ 

















AVAILABLE IN BRASS ONLY 
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AVAILABLE IN BRASS ONLY ALSO AVAILABLE IN 6 ‘4 
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Concealed hooks furnished unless exposed type specified! 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 

















Exposed. or Concealed Hooks 
Used in a Variety of Ways 







AVAILABLE IN ALACROME ONLY 
FOR SAFETY EXIT DOORS 


i rtiaelitels 
shows exposed 
hook as used with 


Style F Thresholds 


| 2.41@)) 49a Ol) 4 
for Styles F, FFX, 
FX, FFT and FT 
Thresholds. Brass 
or Alacrome 





CONCEALED 
HOOK No. 349 
(elite -tell-temalele)” 
for Styles F, FFX, 
FX, FFT and FT 


Thresholds 





Individually Packed, 


Holes Drilled, | 
Screws and Hooks /- 








IIlustration 
aileh 2 Mea elila elite. 
hook as used wit 


Style mila sileiet 


TT aigelitels 

asleh 2a olsla tell te, 
hook as used wit! 
Style FX 


Thresholds 


ORDER DIRECT TODAY! 


Your order will be shipped 
same day received! 














| ‘| A cedar shingle 
! || |i| that's “been through 
—=!} the mill" 


Foran ye eens 


¢\)) SMOOTHF << 


—another “first-in-cedar” from — eee surface 
Huntting~-Merritt sanded 

















Here is the first, the original, sanded shingle on 
the market, Smoorurirs are another Huntting- 
Merritt ‘‘first-in-cedar.”’ Surface Sanded on 

the face side to accent the rich, natural of western 
character of cedar and provide just enough red cedar 
“tooth” for easy staining or painting... 
Precision Squared to assure trim, true courses 


From our own 
virgin stands 


, Using genuine 
and the appearance of a continuous horizontal 99g 


line...Kolortoned in a selection of eight Certigrade 
beautiful oil base colors that enhance rather shingles 
than mask the color gradation and 


graining of the cedar. Carton- packed 


You will want to incorporate SMOOTHFITS in sidewall 
in this season's plans. Remember, they squares 
are like no cedar shingle ever before 
available— smooth, square, colorful. Be first 
° P e : 7 . ° ” 
in your area to offer this exceptional sidewall Available in 18 


material. Phone your supplier, or contact... and 24” lengths 


CANADIAN FOREST PRODUCTS LTD. y) SMOOTHFITS 


Huntting-Merritt Shingle Division —another “first-in-cedar” 
Vancouver, B. C. Telephone: Kerrisdale 6711 from Huntting-Merritt 
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Small homes offer big market 


for sound conditioning 





Tell customers with growing families 
Cushiontone noise-quieting ceilings 


make cramped living more enjoyable 


New beauty for cracked ceilings. Armstrong Cush- 
iontone not only reduces noise in your customers’ 
homes, but also gives them an attractive new ceiling 
at low cost. With its exclusive Full Random design, 
Cushiontone adds beauty to any room, It’s also the 
most practical way to cover old cracked plaster. 


Makes small homes feel bigger. Many families in your area feel that 
their homes are getting smaller as more children and appliances move in, 
These families offer a big opportunity to sell Cushiontone noise-absorb- 
ing ceiling tile. By muffling household racket, Cushiontone gives homes 
a feeling of “more room,” and adds the modern comfort of quiet, 


Low-cost comfort. Show prospects that 
they can add the comfort of sound condi- 
tioning to a 10’ x 12’ kitchen for about $25 

a budget price for a major improvement, 


Ideal for “do-it-yourself” customers. Display Cushiontone advertisements 
Tell prospects how quick and easy it is that have been telling your customers 


to install Cushiontone by stapling, nail- about sound conditioning in The MD 
ing, or cementing. The 12” x 12” size American Home and Better Homes rm strong 
is ideal for the home mechanic to handle & Gardens. For free promotional CS ge | a 1 N G gS 


The new T&G joint on Cushiontone as- material, see your wholesaler or write 
sures a smooth professional-looking job, Armstrong Cork Company, 3908 Cushiontone® Temlok®™ Tile 
speeds and simplifies installation. Rieker Avenue, Lancaster, Penna . . » to quiet and beautify homes 
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3 _White Lake ® 
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Northern Woods have been recognized for high quality and dependable performance ior 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods. 


“Copeland LumberCo, . . . . « « « « Chicago, ll. “Rodis Plywood Corporation . Marshfield & Park Falls, ws. 


Mills — Marquette and Cusino, Michigan Roddis Lumber & Veneer Co. of Mich. 
Sales Office — CHICAGO — 135 S. La Salle St. 


" Sault Ste. Marie, Ontario, 
Hardwoods, White Pine and Hemlock. Sack Tip mae ik pot Rape ley M ie rm Dry Kiln ry ‘li 


*+tHolt Hardwood Co. eS a ee an Oconto, Wis, *+ Ahonen Lumber Co. 


Maple, Birch, Beech, Oak Floori bled Block, Herring- 
bone, Parquetry types: all | Lo pS Duty Flooring. Northern _-- =~ 





*+), W. Wells Lumber Co. . . . « « Menominee, Mich, 
Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. "Kimberly-Clark of Michigan, Inc, . . Sie Neenah, Wis. 
Customs hile drying. Upper Grades Hard Maple and Birch lumber , 


“Edward Hines Lumber Co, . . . . « « Chicago, Ill. 


Mill at Bergland, Michigan 
Sales Office—77 W. Washington St.—Chicago 2 
Hardwoods, Hemiock and White Pine. Planing Mill and Dry Kilns. 


Gadillac-Soo Lumber Co. . . . . Sault Ste, Marie, Mich. 


Nerthern Hardwoods, Hard Maple a Specialty. Hemlock, White Pine. 
Modern Dry Kilns. Facili for wisdee. © Resawing, etc. 


tMember Maple Flooring Mjrs. Asen. *Member Northern Hemlock & Hardwood Mfrs. Assn. 


aT Ha Ts thn Ho Be hs a Bis fos Hi Bn tn Tan Dw fn li fs Ds Dn fs I> bs Bs Bi D> be ee ts Be 
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Thig digplay 
makee caloe 
on eight! 


Get Free Selling Aids... Build Profits with 


Ceco cross-corrugated toll roofing 











One of the easiest ways to sell more is to make it easy for 
customers to buy. That’s where Ceco Free Selling Aids can 
help you. Look at this easy-to-put-up display, consisting of 
a poster and two banners, All you do is place them as indi- 
cated with a roll of Ceco Cross-Corrugated Galvanized Roll 
Roofing and you have a “silent salesman” on your staff at 
no cost to you. The poster and banners are free when you 
stock Ceco Cross-Corrugated Roll Roofing. The display will 
suggest the purchase of the roofing to your store traffic. . . 
the sales message will convince those who read it. Other 
free Ceco Sales Aids include newspaper mats—radio and teel—applied 

TV spots—TV slides—two-color descriptive flyers—and Cntlle 10 —- CEREPY BORN 

photographs showing roofing application, Ceco offers a 

variety of sales help on other products such as Steel and Rush me the Ceco plan for increasing roof sales, plus 


samples of Sales Aids. 
Aluminum Windows, Roofing Accessories and Rain Carrying 


Name 





Goods. Mail this coupon today! (sé) 


Firm 





CECO STEEL PRODUCTS CORPORATION Address_ 


Off , warehouses and fabricating plants in principal cities 


eral Off ces: 5601 West 26tt Street, Cr nO § 


-) 








IN CONSTRUCTION PRODUCTS CECO ENGINEERING MAKES THE BIG DIFFERENCE 











IDEA -A-MINUTE 


(begins on page 12) 





Customer Courtesy, we believe, 
pays dividends. If it should rain or 
snow on a delivery day, we do not 
deliver sand, plasterboard or other 
materials that might be damaged. 

Instead, we go through our de- 
livery tickets and call each cus- 
tomer to inquire what arrange- 
ments they would like us to make 
for a future delivery Albert 







ROSEBURG 
LUMBER CO. 






SO SPECIFY ROSEBURG BRAND 


Stephen, manager, Peter Lumber 


Co., Philadelphia, Penn. 


Bonus plan for our salesmen 
may be of interest to you. At the 
end of the day, I plot each sales- 
man’s daily sales on a bar graph. 
This figure doesn’t include sales 
made to our regular contractor 
customers. 

At the end of the week, each 
salesman receives a 1% bonus based 
on his gross sales for the week.- 
Walter Rausch, sales manager, 
Saveway Lumber Co., Racine, Wis. 


a o * 


Over-ordering is discouraged by 
a sign which we have over the 





LUMBER AND PLYWOOD 


Nature’s finest from the U.S." 
largest stand. 


oY PRECISION MANUFACTURED 


Roseburg’s modern facilities 
and plant assure greater custo- 
mer satisfaction. 


A MIXED CAR SHIPMENTS 


Flexibility in type, size, grade 
give buyer added savings. 


V ee 


All stock, except Plank and 
Timbers, end stamped and 
thoroughly kiln dried. 


v , MODERN PLANT LAYOUT 


Sawmill and plywood plants 
with latest equipment provide 
greater. Efficiency and Service. 


Order from your nearest 
ROSEBURG wholesaler or jobber. 


ROSEBURG LUMBER CO., ROSEBURG, OREGON 


Please send us the name of the nearest ROSEBURG 
lumber ond /or plywood wholesaler or jobber. 


Please send us the ROSEBURG WOODSMAN. 

















State 





| 
| 
| 
Send for | 
ut free | 
«e f th 
ROSEBURG 1 Firm 
WOODOSMAN | 
| by 
| Street 
! 
| City 
! 


20 
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counter, which states: 


“All merchandise returned will be 
subject to a 10% discount.” 


We put up the sign to discourage 
contractors from ordering more 
materials than they really need. 
This over-ordering puts a strain on 
the bookkeeping system and ties 
up the yard and increases our han- 
dling costs when too many con- 
tractors return unused materials. 
The sign doesn’t solve the problem 
completely, but it makes contractors 
think twice before over-ordering.- 
Forrest Zirkle, manager, Van Pet- 
ten Lumber Co., Pendleton, Ore. 





Dealers’ Employes are 
Walking Billboards 


First prize for the best-dressed 
employes these hot summer days 
might well go to the Entz-White 
Lumber & Supply, Inc., Phoenix, 
Ariz. All the employes, including 
the executives, are dressed in Ber- 
muda shorts and pith helmets, each 
one carrying the initials “EW” on 
the front. Their white, short- 
sleeved shirts carry the firm’s 
name and cartoon insignia, front 
and rear. 

“The uniforms have been a huge 
success,” comments vice-president 
Bishop White. “They are cool, pro- 
vide a number of walking bill- 
boards for the company and per- 
mit the customer to easily iden- 
tifv our emploves. Uniforms in the 
vard are the same, except lumber 
handlers wear blue denim frontier 
pants.” 

Beau Brummel employes in the 
above picture, left to right: Bishon 
White. vice-president: John C 
Entz. president and Glenn Jones. 
comptroller. 

1955, AMERICAN 


LUMBERMAN AND 








Short cuts to extra sales... 


Make Masonite Presdwood short panels 
your traffic stopper 


You'll be amazed at the people who need just a small 
panel or two. There’s a big demand for these “short 
lengths” of Masonite Presdwood. Youngster, house- 
wife, handyman...they all will have a reason for picking 
up a panel they can carry so easily. 

You will want to stock all the items in the Masonite 
line in these “handy size’’ pieces. They come in 4-foot 
lengths and from | foot to 4 feet wide. You can include 
your order for them in your next pool car. 


Sell this man 


Don’t miss this chance to build plus sales and steady 
floor traffic. And, remember, everytime you sell Masonite 
Presdwood” you will get extra sales in other items you 
stock ... nails, paint, lumber, and hardware. Everyone 
needs something else when he buys Masonite 
Presdwood. You make extra profits and extra sales. For 
more complete information ask your Masonite repre- 
sentative. Masonite® Corporation, Dept. AL-822, 
Box 777, Chicago 90, Illinois 


He makes the difference 


MASONITE PRESDWOOD 


PANEL PROODUVUCT OF 


Propucts MPRCHANDISER 


MASONITE 


CORPORATION 
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Sell wool like you 


Insulite’s “Get Ready 





Big wool market ready to be tapped. [he desire 
is there. The unfinished attics are there. The market is 
ady and waiting. All it needs is a nudge from you. And 
help you move this big market into buying action, 


re 
t 
Insulite has put together and tested a complete program 
f 


or selling wool. 


How to get im on this drive for sales. Your cistrib- 
utor and Insulite man will be in to explain the drive. Tell 
them you're ready to tie in. They'll set you up with a 


‘NC NALATION 
a 


——— ees — 
aE _ o ‘ 
cpanel : on sa 
— : er = 


complete, packaged promotion . . . a step-by-step promo 
tion guide, point-of-sale material, direct mail stuffers, ad 
mats, radio scripts and local sales promotion. What's 
more, your Insulite man will even wash your show win- 
dow and set up a special Insulite Wool display. 


Sell like you never sold before with this big con- 
centrated drive and new, improved Insulite Wool (it's 
now fluffy-soft and extra efficient). Tell your Insulite 
man you're ready to go! 




















never sold before with 
for Winter’ program! 


Ag ve oy 


eT py 
P ees athe 


Now fluffy-soft! 


SULIT E 1100 - 


OWENS CORNIN 


made by | FIBERGLAS. 


INSULITE DIVISION, Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—sott texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
~anufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*Bemis Hardwood Lbr. Co... . Robbinsville, N. C. 
Heminct Harawoods, Fleering, Dimensics 


°M. €. Crisp Lbr, Co............ Welch, W. Vo. 
Poplar, ‘Beech, ‘Maple, "Ash. Mchory, Gheetaat” and’ other 


Maple, Ash. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 
Appelachian Hardwoods, Flooring, Planing Mill Products. 


The M. B. Farrin Lbr. Co....... Cincinnati, Ohio 
ms OO ee 


*Hamer Lumber Sales, Inc... ..Kenova, W. Va. 


Exclusive Sales Agents for 
i. De Barer bbe. Co., Inc. 
a. 


Hamer Lbr. Corp. 
Kenova, W. ppelechia, Ve. 


A 
Manufacturers Appalachian Hardwood Lumber 


Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 
Millis at Combs, Ky. and West Irvine, Ky. 
Complete Line of A: Hardwoods. Maple 





Be ree * 


a Ee te 


= SPOS at 


Always Specity 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc. 
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Here’s the DOOR that gives you MORE! 


Your best buy in Modern Beauty and Lifetime Durability 





Your owners will “go” for the outstanding beauty of Strand 
Garage Door. Horizontal lines blend with today’s design. 
And — that beauty /asts, because Strand Door is all-steel, galv- 
annealed with a heavier, hot-dip zinc coat for rust protection 
(steel can’t ever rot, shrink, sag, warp!). 


Strand has the heaviest face sheet and strongest framing of 
any steel door. Steel sheets and frame are all welded; there 
are no bolts to work loose. You give your owners lifetime 
durability — you do away with the “grief” and cost of com- 
plaints and call-backs. 


Huge volume, concentrated in only 3 sizes, makes Strand 
America’s biggest garage door value. Your installed cost is 
reduced by Strand’s quicker, easier installation. The one-piece 
door leaf saves assembly time at the job. Factory-assembled 
hardware cuts installation time. No prime coat of paint is 
needed — another saving. 


Strand all-steel Garage Doors come in 9’ x 7’, 8’ x 7’ and 
16’ x 7’ sizes. Easy to get in a hurry — through 150 national 
distributors and thousands of dealers. 




















STRAND GARAGE DOORS ARE THE PRODUCT OF A 50-YEAR-OLD COMPANY, WHICH 
ALSO MAKES: FENESTRA STEEL RESIDENCE CASEMENTS, PROJECTED WINDOWS 
WINDOWALLS, BASEMENT & UTILITY WINDOWS, METAL TRIM, LINTELS, METAL 
RESIDENTIAL SWING & SLIDING CLOSET DOORS, STOCK STEEL INDUSTRIAL AND 
INTERMEDIATE WINDOWS 











BuILpInG Propucts MERCHANDISER 


5 NEW Features! 


New captive track provides added protection 
— keeps roller enclosed 


New stainless steel, automotive-type “T” han- 
dle has larger grip, more strength, better looks 


New nylon rollers, for all single receding 
doors, ensure silent operation 


New round-corner vision lites have continuous 
auto-type rubber moulding (they're optional 
at added cost) 


New adjustable track hanger cuts installation 
time 


This Book Will Help You 


This 32-page book will give you a lot 
of quick and easy garage “know-how.” 
Contains 12 smart designs and sensible | 
floor plans, how-to-build instructions, § 
material lists, driveway sketches, etc. , 


Strand Garage Door Division 

Detroit Steel Products Co. 

Dept. AL-8, 2244 E. Grand Bivd., 

Detroit 11, Mich. 

Please send 32-page booklet of Gorage 

Plans and Ideas. I'm enclosing 10c for postage and handling | 
Please send free Strand literature and free Garage Pilon of the 
Month 

Name 


Address 
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NOW tor the test time OPPORTUNITY 


CLOSURES «w. 
DARING NEW 3-WAY 
ERCHANDISING PACKAGE 
OFFERS A FOLDING DOOR 
TO SUIT EVERY CUSTOMER 


ES EO SES 


it’s the 


COMPLETE LINE 


of folding doors 
with a 


1-2-3 PUNCH! FLU 


With such a complete stock of folding FOR LUXURY INSTALLATIONS 
doors obtained through your distributor The best folding door money can buy. Solid Masonite 
from one manufacturer, you can now offer inserts aid rigidity and muffle noise. Washable Viny/ 
your customers any type of door they may covering can be easily changed to suit any room decor. 
want in almost any color, at practically Designed so that even problem door openings can be 
any price they wish to pay. No longer will fitted with standard doors. 


it be necessary for you to lose even one CHOICE OF 10 COLORS Suggeded satel 


sale to the dealer next door who happens pant 


to have exactly what the customer wants. 14 STANDARD 95 
Cash in on this complete merchandising 
package offered by Closures. Let your SIZES 


Se aE LT RS LL ET 


distributor show you how buying from one 
manufacturer can expedite deliveries, 
speed up inventory replacements and 
increase your profit margin by permitting 
you to buy in volume. 


2'0"x6'8" 
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THE BUILDER LINE 


Designed especially for the builder who knows a quality 
accessory such as this makes houses sell faster and bring 
more money. Same quality construction, nationally adver- 
tised materials as in the MAGIC-FOLD. 














CHOICE OF 3 COLORS Suggested retail 


prices start at 


14 STANDARD ¢ 95 


SIZES 


2'0"«6'8" 


DL OGURA - DOR 


This A REAL 
ADVERTISING MERCHANDIZING SPECIAL 


and An increasingly popular style among buyers who consider 
igidity and a big color selection secondary. Same 
SALES PROMOTION acailie prorat . in the MAGIC-FOLD and WAL-OR- 
DOR doors, same Closures’ guarantee. 
MATERIAL 


ONE COLOR > 95 
will help you sell! =e Full color 2 SIZES E 
Advertising 2/0" x 6'8" é 7 


Suggested retail BY 
prices start at 


A 
‘ 

¢ 

cee 


e Color folders 


at 
“sy 


e Point of Purchase 


Watch for Closures Inc. Advertising 


in THE SATURDAY EVENING POST 
HOUSE BEAUTIFUL « LIVING FOR YOUNG 
HOMEMAKERS « HOUSE AND GARDEN «+ HOME 
MODERNIZING « HOUSE AND HOME 


and others 
Write for FREE SAMPLES! Choice Territories for Distributors Still Open 


C LOSU R F S 533 East Forest, Detroit 1, Michigan. 
INC. in Canada: Magic-Fold Door Co., Toronto, Ontario, Canada. 


MAGIC-FOLD DOORS ARE COVERED BY THE FOLLOWING PATENTS U.S. PATENT NO. 2,667,218, IN 
FRANCE, NO. 1.070,1%: IN BELGIUM, WN 17.200. IN MEXICO, NO. 54,663; IN ARGENTINA, 95.1% 
PATENTS PENDING IN ALL OTHER PRINCIPAL COUNTRIES OF THE WORLD 
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“ADVERTISED BRANDS PAY OFF.” 


say leading lumber dealers 


- 





“NATURALLY WE FEATURE 
SISALKRAFT and enjoy good profits... 


We’ ve built our business on satisfied customers, 
so we’re happy to push Sisalkraft because it’s 
the toughest, longest-lasting reenforced paper 
we’ve ever known —- and our customers agree,” 
says Mr. William Grote, Pike County Coal & 
Lumber Co., Pittsfield, Illinois. 





SISALK 


“We recognize the impor- 
tance of quality, brand-name 
merchandise in our yard. 
Sisalkraft has long been one 
of our best. There are a lot 
of uses for this tough paper 
and our customers always 
want and ask for the best— 
genuine Sisalkraft,” says Mr. 
Gordon G. Coonrod, Mgr., 
C. W. Chapman Lumber Co., 


“Certainly, | recognize the im- 
portance of quality, brand- 
name merchandise in my yard. 
Sisalkraft has long been a 
profit-maker for me. There's a 
lot of uses for this tough paper 
and my customers always ask 
for only the genuine — Sisal- 
kraft,” says Mr. Don J. Breyer, 
E. Breyer Lumber Company, 
Dale, Wisconsin. 


‘ Waterloo, lowa. 


"It's always good for 
any merchant to push 
the leading brands. 
That's why we stock 
and feature genuine 
Sisalkraft. It's the orig- 
inal and best known 


AMERICAN P 


SISALKRAFT 


CORPORATION 
waterproof reenforced 


paper,” says Mr. J. H. Dept. AL-8, Attleboro, Massachusetts 


(Sert) Laird, J. G. Laird Chicago 6 © New York 17 


Lumber Co., Ashtabula, San Francisco 5 
Ohio. 


American Sisalkraft is proud of its reputation among 
dealers all over the country. It will pay you too, to push 
this familiar, quality line of reenforced waterproof 
products. 
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HYSTER 


PLANNED MATERIALS HANDLING 
SAVES TIME AND MONEY 


in building supply yards 


Here are typical examples of how Hyster 
Industrial Trucks are helping to make 
tremendous savings in materials handling 
costs in building supply yards. 

Whether you are now using lift trucks, 
or haven't ever used industrial trucks of any 
kind, your Hyster Dealer is ready to help 
you achieve cost reductions. Because he 
keeps abreast of the materials handling 
problems and improvements, he has helped 
many building supply yards realize more 
profit from their operations. Why not call 
him today and take advantage of bis 
specialized services? Materials Handling 
Trucks from 1,000 to 30,000 lb, capacities. 





HYSTER DEALERS 
GIVE YOU ALL 3 


1. PLANNING, Your Hyster Dealer 
will plan your materials handling opera- 
tion from scratch—or will analyze your 
present system to see if it can be improved. 


2. THE RIGHT TRUCK for your job 
from Hyster’s complete line of industrial 
trucks (1,000-30,000 lbs) and over 100 job- 
attachments. 


3. THE RIGHT SERVICE —ample spare 
parts stock, shop facilities, factory-trained 
mechanics and an efficient field service that 
keep your Hyster lift trucks going on your 
job, wherever your job might be located. 
Hyster trucks are noted the world over for 
their low downtime. 











THIS HYSTER STRADDLE TRUCK and one man pick up and deliver to the 
building site a load of construction timbers. Round trip passing through city 


center is completed in minutes 


2939 N. E. Clackamas 


1039 Myers Street 


Portland 8, Oregon 


Danville, Wlinois 


Hyster N.Y. , Nijmegen, The Netherlands 


FOUR FACTORIES: Portiond, Oregon; Denville, Ilinols; Peoria, IIlinols; Nijmegen, The Netherionds 
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Report from 


Short of Cash FHA Retrenches . . . Consumer 
Debt Reaches $109 Billion . . . Treasury Not Alarmed 


The FHA fears they will be short 
of cash during the next 12 months 
and they have already started to 
curtail operations. Soon they will 
have to take more time in process- 
ing insured home loans. This is not 
pleasant to the industry. The Wall 
Street Journal estimates that at 
present about half the private home 
mortgages are insured either by the 
Federal Housing Administration or 
by the Veterans Administration. 
That's an increase of some 7% over 
a year ago. 


= ee Bi 


The FHA asked Congress for per- 
mission to spend $45 million for its 
operations. This would be money 
from the $150 million in estimated 
profits on fees and premiums from 
the mortgages it insures. But Con- 
gress limited the amount to $39.8 
million and directed that the rest of 
the income be placed in an emer- 
gency insurance fund which now is 
said to total more than $400 million. 


x«* *«* +* 


This cut means the loss of some 
1,100 employes; but this statement 
needs to be understood. Not many 
FHA workers will be actually fired. 
The loss will be largely in employes 
the agency had planned to hire; 
needed to help reduce the backlog 
of unprocessed loans and to reduce 
the heavy amount of overtime. In 
many field offices the staffs have 
been working six-day weeks, and 
quite a number of offices have fallen 
as much as 11 weeks behind. 


+ + * 


Pending in Congress are bills that 
would put the government's co- 
operative housing program back on 
a full-time schedule and increase 
operations in urban renewal. If 
these bills are passed, the extra bur- 
den on the FHA will reduce further 
the capacity of the agency to keep 
up with its work. The FHA has 
about 6,200 employes, some 4,700 
of whom work in field offices. The 
resulting slow-down in processing 
will be hard on prospective home 
owners who are waiting for their 
contracts to be approved. The de- 
lays will also be serious for con- 
tractors. 


30 


No one to whom this page has talked 
wanted to guess whether or not this 
is a congressional effort to slow 
down house construction and thus 
check the rise of mortgage indebted- 
ness. There’s a lot of worried talk 
about the total of the obligations 
that Joe and Jane Citizen are tot- 
ing; but there are many experts 
who think the situation is alright 
and in fact beneficial to the national 
economy. Consumer debt, consist- 
ing largely of installment buying 
obligations, has gone above $32 bil- 
lion; six times what it was at the 
end of the second World War. But 
everything else has increased in 
size, too; including population. 


+ + * 


One acceptance corporation says its 
finance and loan business has in- 
creased from a little more than 
$600,000 in 1933 to more than $90 
million in 1954. If we're to believe 
the accountants, Americans owe 
more than $12 billion on their auto- 
mobiles; $5.5 billion on other con- 
sumer goods; $1.5 billion in repair 
and modernization loans, $5 billion 
in personal loans and more than $7 
billion in non-installment credit. 


+ + * 


In round numbers, that’s $30 bil- 
lion, plus. Home owners are carry- 
ing about $80 billion in mortgages; 
an item that is four and a half times 
as large as it was at the end of the 
second World War. The increase 
this year has averaged $1 billion per 
month. Commercial, industrial and 
agricultural loans by Federal Re- 
serve member banks have increased 
by $1.6 billion in a year. 


* + © 


But at the end of last March, Ameri- 
cans had personal incomes, after 
taxes, equivalent to an annual rate 
of $260.6 billion. Measure this 
against the combined consumer debt 
and non-farm home mortgages of 
$109.5 billion. The Federal Reserve 
says that of families, with debt, a 
little less than a third have bank 
accounts or bonds greater than the 
obligations; a little more than a 
third have bank accounts or bonds, 
but less than the obligations; and a 
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third have obligations but no bank 
accounts or bonds at all. 


+ + © 


Specialists who are worried about 
the national private debt account 
point to this third group with no 
resources except current income to 
rely upon and ask what would hap- 
pen to them and to the national 
economy should events put them out 
of work. The specialists on the 
other side of the opinion fence ask 
right back what would happen to 
the national business fabric if the 
expansion of private debts were to 
be checked or if the sum of these 
debts were to decline seriously. 


> 2. * 


We're told that 10 million families, 
this year, will complete payments 
on their automobiles. Suppose fam- 
ilies, that normally can be expected 
to buy cars on credit next year, re- 
fused to do it. The consumer debt 
account of the country would de- 
cline. But so would the automobile 
industry and industrial employ- 
ment. 


x* * * 


Neither side in this debate can 
prove its points emphatically. We’re 
in new fiscal territory, where the 
maps are not too reliable. The 
Treasury and the Council of Eco- 
nomic Advisers urge self-restraint 
in borrowing, both by individuals 
and by state and local governments. 
But these federal officials deny feel- 
ing alarm over the mounting line of 
debt. While the federal people would 
like to screen out the poor-quality 
borrowings, their authority is large- 
ly indirect and general; and they 
find it hard to do this screening 
without risking a blowout of tires 
on the business machine. 


2} 


The Commodity Credit Corporation 
expects to buy grain storage facili- 
ties up to 100 million bushels, to 
add to the 845 million bushels of 
capacity it already owns. The De- 
partment of Agriculture again 
urges farmers to build their own on- 
farm storage, especially in corn- 
producing states. 
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WOOD WON'T ROT WHEN IT'S 


a. fungi, which break down the substance of wood 
are microscopic and abundant. But they need WARMTH and 
DAMPNESS to develop. Dampness will also peel off paint, 
crumble plaster, cause iron and steel to rust. 


Some insulations can promote and retain destructive condensa- 
tion inside walls and other structural spaces. Warmth and vapor 
can flow through asphalt, paper, plaster and most building mate- 
rials, including some insulations. Vapor condenses when, upon 
striking a colder surface, the air reaches a dew-point. 


An empty space, the best insulator against heat flow by Con- 
duction, does not prevent heat flow by Radiation and Convection. 
Of all heat transferred through structural spaces, about 50% to 
93% is by Radiation; all but about 7% of the rest is Convection. 
The surfaces of multiple accordion aluminum sheets have a reflec- 
tivity for heat-rays of 97%; absorptivity and emissivity of only 
3%. The aluminum and fiber layers retard Convection. Conduc- 
tion is slight through the preponderant low density air spaces. 


The tough aluminum sheets in multiple aluminum are al- 
most completely impervious to water vapor, and are long and 
continuous. Infiltration under flat, stapled flanges is slight. 


Where multiple accordion aluminum is used, fortuitous vapor 
and water (for instance rain) which intrude into wall and similar 
spaces, will gradually flow out as vapor through exterior walls and 
roofs as pressure develops within, because vapor flows from areas 
of greater to less density. The vapor cannot back up through the 
continuous, almost completely impervious aluminum, so it flows 
out because exterior walls and roofs have substantial permeability 
compared to aluminum, far greater than the required 5 to 1 ratio. 


‘To obtain maximum uniform depth protection against heat loss 
and condensation formation, it is necessary to use edge-to-edge 
multiple aluminum,* each sheet of which automatically stretches 
from joist to joist. 


The U.S. NATIONAL BUREAU OF STANDARDS brochure: 
“Moisture Condensation in Building Walls,” discusses vapor and 
heat flow, and the causes and prevention of condensation. Use the 
coupon, Get a copy at our expense. “Patent applied for. 
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INFRA INSULATIONS CAN BE PURCHASED 
from 3¢ to 10¢ per sq. ft. depending on the type 


Pee SS SSeS awe eea 


Infra Insulation Inc., Dept. U-8 
525 Broadway, New York, N. Y. 


[) Please send FREE U.S. Bureau of Standards 
Booklet BMS63 


[] Please send samples 


Firm 
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Address 
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How to 


create sales 














































































































House-to-house canvassing is one of the 
most reliable ways known to develop sales 
leads, but it’s also one of the most expensive. 
To accomplish a similar result at much lower 
cost, there’s another way. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lurnber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, aver- 
aging over 64 pages per issue, plus full color 
cover bearing your name, address, phone num- 
ber and sales message. We mail it to your cus- 
tomer and prospect list—live names, not just 
occupants or boxholders. 
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There is timely, worthwhile information 
for the homeowner in HOME. It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your loeal advertising prob- 
lems. Just fill in the coupon below and mail. 





Service Manager, Room 2000T. 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
Financial 6-5380 


( ) Send us comaplete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name ——_~__ 


Street_ vse 





ST a (ee 


Your name____ 
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PRECISION 
ADJUSTMENT 


Lift Out 
Us 


In no other wood windows do your _ reasons. A hit with home owners from 
customers get the “micrometer” pre- the start, this exclusive A.R.B. advan- 
cision adjustment built into A.R.B. The tage, positive tension adjustment, pays 
patented, variable tension coil spring extra dividends as the years pile up, 
behind each adjusting screw, and the because A.R.B. ‘micrometer’ adjust- 
threaded-in-metal screw action, are the ment is never lost. 


The Simple ‘FINGER-LIFT” BALANCE 


Optional on “400” Double-Hung Windows 
at slight extra cost 


Press the plunger, and the Balance is disconnected. Close the 
window all the way, and the Balance is automatically con- 
nected again. 

Windows with the A.R.B. Balance are quickly and easily 
removable, and still adjustable. 


See your lumber dealer, or 


ARB WINDOW SALES COMPANY 


19433 John R Street . Detroit 3, Michigan 
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EDITORIAL: Guideposts for Salesmen Calling on Dealers 





Recently 30 retailers attending an American Lumberman workshop at Denver 
were asked two questions important to both manufacturers and wholesalers. 
They were: 


What characteristics do you admire the most in building materials salesmen 
who call upon you? 


What characteristics do you dislike in building materials salesmen who call 
upon you? 


Their answers were as follows: 
We admire the salesman: 
1. Who respects my time 
2. Who talks about us instead of his company 


3. Who relates most successfully his company’s products or services to 
my needs 


4. Who knows his products and what they will do for us 
5. Who helps us in training our employes to sell his products 


6. Who calls upon our trade only with our specific consent and accom- 
panied by some one from our company 


7. Who will carry out his promises. We respect a man who under-promises 
rather than over-promises 


8. Who does not inventory our needs without our specific consent and 
direction 


9. Who knows our specific problems and does not dwell upon general 
dealer problems 


10. Who is courteous and whose personal appearance is always good 

11. Who is conscious of a retail customer’s time preference 

12. Who spells and pronounces correctly my name and my company’s name 
13. Who can—STEP UP—SPEAK UP—SHUT UP 


We dislike the salesman: 

1. Who over-promises and over-sells 

2. Who misrepresents and exaggerates 

3. Who abuses the telephone 

4. Who talks prices in front of my customers 

5. Who sells my customer without my consent 

6. Who carries tales 

Who tries to “buy” my business 

8. Who interrupts me when I am obviously busy 
9. Who parks in my customers’ parking lot 
10. Who is careless with his language and with my time 
11. Who calls on Saturday and Monday mornings 


The likes and dislikes in this list are not named in order of importance but in 
the sequence as they were suggested by this group of lumbermen. 


Reader comment is invited. 


Reprints are offered without charge for sales organizations of manufacturers 
and wholesaler readers. 
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Always have a supply of sales lit- 
erature on hand. Full color folders, 
promotional material and sales aids 
are FREE to every recognized build- 
ing supply dealer. 


Be sure to tell new home planners 
about the BILCO Door. Remind them 
that supplementing the inside stair 
with direct access is the only way to 
have a useful, convenient and safe 
basement. 


ven ae 
RAITTA 


Create interest and sales by setting 
up this “Silent Salesman” in your 
yard or showroom. A standard size . 
A painted bright red comes equipped 
with attractive sign. Sold at a very 
special price or a money back 
guarantee. 


Follow these ABC’s and sell BILCO Doors in volume for new homes and to replace 
wood hatchways. Available immediately from wholesale distributors in most sections. 





The BILCO Co., Dept. EL, New Haven, Conn, 


Gentlemen 
Please send samples of literature so we can order a supply 











Company 
City 


4 Veo ! 
OO) UCesD) 
| Please send information on the display offer. | 

| 

| 


| 

| 

| 
AMERICA’S FINEST | Name 
BASEMENT DOOR | 


Sold only by Lumber and Building Supply Dealers. 
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POWER SAWS are widely used to speed construction of owner-built 
homes. Here, home-builder Art Lein cuts rafters while his wife applies 


sheathing. Cover picture 


Easy Financing .... 


Your “‘DREAM HOME” 


BUILD IT 


Yourself! 


oe 
, leterier Wie ead lnterter 
Feeedetion of eke ia ie 


S40800ME OW ted FLOOR 
CAN Of FINISHED LATER 


® avehebie he 


We + nel 


~“ werk 
Choose trem o wide satestion af 


“00 Yours at Some Location” aT) OY OTe 8 MT 8 TOR 











fe eee Phone SAcromecte 2-400 = = @ o, 


‘ ‘DOUGLAS LUMBER CO. 


#2700 W. ROOSEVELT RD. 
n owieaee & Liners 


o bel — 
en mo 


B aceron lecotion of tot 
‘ere e@ ee ee eee eee eee 


SUILD-IT-YOURSELF theme is played 
up in metropolitan newspaper advertis 
ing. Coupon offers a booklet of 
plans and sketches 


floor 
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RELATIVES AND FRIENDS help get 
the house shell completed before au- 
tumn. Interior will be completed dur 
ing the fall and winter 


Helps Sell Sweat-Equity Homes 


Illinois dealer sells 
about 200 owner-built homes 
annually; customers like op- 
tional finance plans and 
helpful advice. Here’s how 
the plan works. 


When income and savings don’t 
stretch far enough to accumulate 
the down payment on a _ house, 
many potential home buyers in the 
Chicago area are turning to lum 
ber dealers for advice about build- 
ing a home themselves. 

With the guidance of helpful 
dealers, several thousand families 
in Chicagoland are solving their 
housing problems by making a 
down payment on a building site. 
After the lot is paid off, the home 
builders use the dealer’s budget 
terms to finance the purchase of 
building materials. 

By following the dealer’s advice, 
these families don’t have to use 
“no-money-down” mortgage plans 
and high interest charges for long- 
term financing. 

One Chicago firm, Douglas Lum- 
ber Co., has furnished the mate- 
rials for nearly 2,000 owner-built 
homes since 1987. Primarily a con- 


lugqust 22 
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tractor yard, Douglas has no show- 
room or elaborate home planning 
center; but through consistent 
build-it-yourself promotion, the 
firm has created a market among 
people who have the ability to 
build their own homes but lack 
ready cash. 


Appeals to a Limited Market 

The 40-year-old firm began its 
build-it-yourself program in 1937 

long before the term “sweat 
equity” was coined. In 1952, after 
the plan was showing a moderate 
degree of success, Douglas began 
a consistent advertising campaign 
which it has maintained since. 

The first ads were inserted in 
the classified sections of Chicago 
metropolitan newspapers. Douglas 
still runs daily classified ads and 
backs them with semi-weekly dis 
play ads promoting build-it-your 
self homes in the major news- 
papers. 

“We aim this promotion at a 
small market made up of people 
handy with a hammer and saw and 
who have the determination to 
build their own home,” says J. B. 
Samuels, general manager of 
Douglas. 

By appealing to this limited 
group, Douglas has sold more than 

(continued on page 38) 
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‘47 Tre 120-7 Item of the Year! 
) (4 L -)} DEAL of the Year! 


£ VER YONE NEEDS A PAIR! 


LIST PRICE 


$ 595 


EACH 


DesiGnen FLEXIBLE. .- 


HERE’S A FAST TURN 
DEAL THAT’S PACKED 


with Tio ’ " 
OL, | “ ONE 


SOLID UNIT... 








Sells Month After Month . FOLDS IN SECONDS! 





hee Sales Making Display, merchandising 
manual and sales literature! 


a 
Specialy “Six Pack" of 6 Handy Horses — 
They will be the most popular and profitable 


product on your display floor! 


Ls ra 
Dine S MAU —sripped freight 
prepaid right to ydur door. Billed through your — 
favorite jobber! aes 


EVERY PAIR OF HANDY HORSES SOLD MEANS NEARLY $4.00 
PROFIT FOR YOU! Freight and promotion costs are all paid by 
manufacturer! Over 5,000 dealers are already reaping profits ..») { 
why don’t you? Atay 


® Contact your atin:  2ypiatilic scutelonsi sk 
jobber or mail FEDERAL HARDWARE PRODUCTS : 


coupon at once! Please rush me “Six-Pack” deals ot stonderd jobber discount 
and bill me through my jobber as listed. 
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ESTIMATOR Richard R. Nickla pre- 
pares materials lists and advises cus- 
tomers how 


COMPLETION REPORTS and photo- 
graphs of homes built by Douglas cus- 
tomers is used by general manager 


J. B. Samuels to convince hesitant 


prospects they can build their own. 





EASY FINANCING 
(begins on page 36) 





a hundred homes annually since 
1937. Last year the firm sold mate- 
rials for 191 owner-built houses; 
this year Douglas expects to pass 
the 200 mark. 


Many Free Plans Available 


To those filling out the coupon 
on the bottom of a Douglas ad or 
phoning in for information, the 
firm mails an attractive brochure 
outlining the financing and build- 
ing plan. Enclosed with the bro- 
chure are several booklets of floor- 
plans furnished by building mate- 
rials manufacturers. 

When a prospect visits the 
Douglas office, the plan is ex- 
plained in detail. If he is hesitant 
about building his home, Samuels 
shows him a large album of photo- 
graphs and detailed descriptions 
of homes built by the owners. If re- 
quested, Douglas will furnish the 
prospect with the names and ad- 
dresses of people who built their 
own homes. 

In fact, Douglas’ best advertis- 
ing is the word-of-mouth promo- 
tion received from people who have 
built Douglas homes themselves. 
Several sales of package homes 
have resulted from prospects who 
were referred to the yard by 
friends. 


to get started building 


their own home. 


A wide variety of home plans 
are available at the Douglas office. 
These plans are furnished free; 
or the prospect can furnish his 
own blueprints. A competent ad- 
visory staff is available to help 
plan the home construction and 
estimate a materials list. 

If the prospect feels he hasn’t 
the time or the skills to erect his 
own home, Douglas, at the buyer’s 
request, will recommend a con- 
tractor willing to cooperate and 
build as much of the house as the 
customer desires. 


Sells the Package Home 


The average house package, 
costing about $4,000, includes 
framing lumber, sheathing, mill- 
work, kitchen cabinets, hardware, 
windows, nails, roofing, siding and 
other materials necessary to com- 
plete the house. 

Plumbing, heating and electrical 
equipment, not ordinarily stocked 
by Douglas, are available from the 
firm’s suppliers. These can be in- 
cluded in the financing package if 
the customer desires. Douglas 
furnishes no materials for founda- 
tion or masonry work and the cus- 
tomer must arrange for his own 
excavation. 

All materials are of the best 
quality available and Douglas 
offers to replace any lumber or 
materials the customer may reject. 


Quick Financing Arranged 
After the bill of materials has 
been completed by estimator Rich- 
ard R. Nickla, Samuels prepares a 


financing plan for the prospect. To 
buy materials for an owner-built 
house, the customer must have: 


—A paid-up lot within 40 miles 
of Chicago 


—A steady position 
—A good credit record 


—Sufficient income to meet pay- 
ments. 


Payments are spread over a 
seven-year period. The first pay- 
ment is due 90 days after the first 
load of materials is delivered. 
Materials are brought to the job 
site according to a schedule set by 
the home builder. All lumber is 
delivered to the site steel-strapped. 

With the help of friends and 
neighbors, the average house is 
ready for occupancy in six to nine 
months. After the house is 
weathertight, if the owner desires, 
Douglas will arrange a conven- 
tional loan with a financing 
agency. When the FHA-backed 
loan is obtained, Douglas is paid 
off in full and the owner’s pay- 
ments can be spread over 20 years. 
If the owner doesn‘t want to re- 
finance his home, he still has the 
seven years to pay Douglas for the 
materials. 

Loan agencies are becoming 
more liberal in refinancing owner- 
built homes because people under- 
taking to build their own homes 
have proved excellent credit risks. 
_ In a spot check of several build- 
ing permit offices in northern IIli- 


(continued on page 40) 


38 August 22, 


1955, AMERICAN LUMBERMAN AND 





Let your independent 
plywood jobber carry all 
the stock you need! 


Why bury working cash under a heavy load of plywood 
stock? Your independent plywood jobber backs you to the 
hilt with a big, diversified stock on hand. You can draw on 
that in a moment, keep your working capital free. 


eo What’s more, when you deal with your independent ply- 
€eca <a *¢@ Cc wood jobber, you get extras like. . . 
@ Quicker delivery @ Selling aids 


@ Personal interest @ On-the-spot inventory 


Deal with the man on your side . . . your independent 
1905—FIR PLYWOOD GOLDEN jusitee—1955 plywood jobber! 


EVANS PRODUCTS COMPANY, Dept. $-8, PLYMOUTH, MICH, Plants at: Coos Bay 
and Roseburg, Ore.; Vancouver, B. C.; Evans Sales Offices: Plymouth, 
Mich.; Coos Bay, Ore.; New York, N. Y.; Chicago, Ill.; Tampa, Florida. 


DFPA grade-marked for uniformity 
EVANEER FIR PLYWOOD Evoneer is a TM of Evans Products Co. * Evans is an associate member of the NPDA 
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EASY FINANCING 
(begins on page 36) 





nois no accurate figures showing 
the number of owner-built houses 
were available. Several offices esti- 
mated that between 30% and 45% 
of the homes in outlying areas 
were either owner-built or shell 
houses built by a contractor and 
finished by the owner. 

Because of the shortage of 
skilled building tradesmen in the 
area, contractors and labor unions 
have no objections to owners build- 
ing their own homes. In fact, many 


tradesmen make extra money help- 
ing the do-it-yourself builders dur- 
ing week ends. 

By selling only the building 
materials, Douglas keeps out of 
the labor picture. If the owner 
wants to hire labor or a contractor 
he can do so himself or Douglas 
will recommend competent men. 
In either case, Douglas sells the 
homebuilder his materials without 
having to worry about contractor 
discounts, and most important of 
all, the eustomers are satisfied. 


Severai Financing Plans Available 


Another dealer in the Chicago 
area financing building materials 





Wy 


Wty 


A Dependable 


QUALITY _ 
=: Cra 


Source 


Gil p,, % 


UNIFORMITY 


TARTER, WEBSTER & JOHNSON 


ARE MANUFACTURERS AND DISTRIBUTORS OF 


sugar and Ponderosa Pine Shop and Selects 
sugar and Ponderosa Pine Boards 
Douglas and White Fir Shop and Selects 
Douglas and White Fir Dimension and Boards 


incense Cedar Boards 


Redwood Siding and Finish 
Ponderosa Pine and Fir Mouldings 
Pine Sash and Panel Doors 


In addition Tw ry A are actively engaged in the 
procurement and distribution of all West Coast lumber 
products and maintain buying offices in producing areas 
to give the trade complete one-call service. 


Tvnren.Wensrer & Jounson. Ine. 
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for owner-built homes is Siegel 
Lumber Co. 

“We have several financing 
plans,” says A. A. Siegel, presi- 
dent. “We feel if a man is sincere, 
owns a plot of ground and is a 
good credit risk we should tailor 
terms to fit his pocketbook and 
help him build a home.” 

The most popular Siegel financ- 
ing plan spreads payments over 
a seven-year period; the first pay- 
ment is due 30 days after the first 
load of material is delivered. The 
loan may be prepaid at any time. 

With an alternative Siegel fi- 
nancing plan, the home builder 
makes no payments for one year. 
This gives the homeowner an op- 
portunity to complete the house to 
a point where he can arrange for 
financing through a regular lend- 
ing agency and repay Siegel. 

If the builder hasn’t the ability 
to erect his own house, or needs 
cash for foundation or masonry 
work, or a water and plumbing 
system, Siegel will advance him 
$2,000 to pay for labor and mate- 
rials. The builder has one year to 
complete the home and arrange 
financing to repay Siegel. 


More Semi-Finished Homes 


Several dealers in the Chicago 
area are using newspaper display 
advertising to promote package 
sales of building materials for 
semi-finished and complete homes. 

All State Lumber Co. offers to 
build a semi-finished or finished 
home on the owner’s paid-up lot 
for as little as $42.17 a month and 
19 years to pay. 

Ace Lumber and Construction 
Co. and Royal Lumber and Con- 
struction Co. will build a six-room 
house on the owner’s lot within a 
50-mile radius of Chicago at terms 
which offer no down payment and 
payments as low as $48.95. 

All yards promoting semi-fin- 
ished or finished homes offer the 
customer a choice of using stock 
plans or furnishing his own. Be- 
sides a choice of plans, the owner 
of a paid-up lot has several financ- 
ing plans available, which will 
help him build his own home. 
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Giant equipment Rye, to move the giants of the forest 
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Simpson REDWOOD COMPANY 


ARCATA+CALIFORNIA 
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Machine Bookkeeping: 





ree A Shortcut to Higher 


a 19724-19257 ° 
fy ‘We can refer to an in- 


am 2935-1355" dividual ledger card at any 


At . 
a ATES time and see the exact bal- 
a? 29494 -097,75" 


4h ance and entire history of an 


Be 2954 079.200 account,” reports this Indi- 


_—e* |’ 
79.97 ana dealer. Here are the de- 
nal Sitdadiccerte tails. 


a® 2475-23200 


3 3005 ~oy75ix 
POE By K. J. SUMMERS 


£47 8 Manager and Secretary-Treasurer, 
atti as 17 om Broadview Lumber Company, Ft. Wayne, Ind. 
Leet? 


3 29045 OM : 
16441 Do you know exactly “what is 


3 2975 -u90 55 going on” and where you are 
657.47 headed at all times? Can you put 
Prey your finger on any needed sales 
aéhal information at a moment’s notice? 
Are you sure that your day-to-day 
bookkeeping records are 100% ac- 
pomiqare curate? 
2085 -23.2000 If not, it may be that the me- 
209 § -1ne bole chanically controlled system we 
ital have installed at the Broadview 
sat} Lumber Company will be of help 
to you. Certainly it has worked 
re out very well for us and has been 
described as higily efficient by 
CASH REGISTER yields totals for departments, many of our customers. Presented 
cash, charge, received on account, paid out and here are highlights of how we han- 
credits. These figures are obtainable at the end dle each of the most important 
of each day. phases of bookkeeping. 

The whole system is built 
around a multiple-total cash regis- 
ter and a small desk-type book- 
keeping machine for charge ac- 
counts. 


Handling of Cash Sales 
. Purchases made within the store 
wena Sarrn are checked out at the counter and 
j-SpeaneeAns the customer is given an itemized 
Dat r ° 7 
4 Faann t. dona | 4 Bm ii0 cash register receipt. No hand- 
° 4 written sales slip of any kind is 
= made unless it is specifically re- 
quested. When someone desires 
description on a receipt, it is 
written right on the machine- 
printed receipt itself. 

If something is to be picked up 
from the yard, a sales slip is pre- 
pared along with the cash register 
receipt. In order to pick up any- 
thing from the yard, the customer 
must have a receipt showing the 
cash register-printed figures. This 


4s7a4 














COPY OF INVOICE, left, shows vali- 
dated cash register figures in lower 
right corner. The amount of the charge 
($4.96) is later posted on bookkeeping 
machine, which creates statement, 
ledger and audit tape shown at right. 
Top, left, “Received on Account” con- 
trol kept up by the cash register; 
every payment on account is posted by 
the register to this card. 
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Office Efficiency 


Courtesy National Cash Register C: 


ee 


_— } 


TRANSACTIONS ARE CONTROLLED through this modern cash register, 


including pick-ups from the yard. 


maintains control over yard losses, 
since nothing is issued from the 
yard unless a machine certified re- 
ceipt is presented. 

As cash sales are rung up, they 
are automatically segregated in 
separate totals on the register— 
for lumber, millwork, paint and 
hardware, building material and 
tax. 


How C.O.D.’s Are Handled 


On C.O.D.’s, a sales slip is pre- 
pared in four copies; two are sent 
with the driver and two retained 
in the office. After the driver re- 
turns and hands in the cash, the 
C.O.D. slips are rung up on the 
cash register and are at the same 
time certified with the amount of 
sale. Thus no sales are registered 
until they have actually been 
made. 
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Charge Sales 


Charge slips are also four-part 
forms — the same, actually, as 
those used for C.O.D. The original 
is the office copy; the second will 
go out with the customer’s state- 
ment at the end of the month; the 
third is delivered with the mer- 
chandise and the fourth is re- 
turned, signed by the customer as 
a delivery receipt. 


Charge slips are not priced be- 
fore they are sent out, nor are they 
rung up on the cash register. They 
are priced and checked whenever 
convenient, but are in no case en- 
tered and validated on the cash 
register until the signed delivery 
receipt comes back. Each customer 
is charged for what he has re- 
ceived, and not charged for any- 
thing he hasn’t received. 


K. J. SUMMERS, manager, operates 
desk-type bookkeeping machine, which 
keeps all charge accounts up to date 
and in proof. 


When charge sales are entered 
on the register, they are not only 
analyzed by type of sale (lumber, 
millwork, paint and hardware, 
etc.), but also accumulate in a 
charge total in the machine. 


Money Received on Account 

Money received on account is en- 
tered in a separate “Received on 
Account” total in the cash regis- 
ter, which at the same time prints 
the amount collected on a “Re- 
ceived on Account Control”. The 
name of the customer is written in 
opposite the amount collected, 


Merchandise Returns 


Merchandise returns are also 
rung up through separate totals 
on the register (one for cash and 
one for charge returns) and a re- 
turn slip is validated at the same 
time. 


Totals Given by Register 


At the end of the day, the cash 
register yields the following 
totals: 

Sales by department: 

Lumber 
Millwork 
Paint and Hardware 
Building Material 
Tax 
Merchandise Returns—Cash 
(continued on page 46) 
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Here’s WHY 
You’ll Get 
MORE WORK With 


Hydratork 





Clark Hydratork Carloader loads Mufflers, 234 at a clip—Maremount Automotive Products, Chicago 
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CLARK'S NEW 
HYDRATORK DRIVE 


Powerful, compact 
. . . designed to give 
you more work. Split- 
housing provides com- 
plete accessibility to 
all operating compo- 
nents. Engineered for the 
constant stop-and-start 
operation of a fork truck 
... Clutchless Hydra- 
tork Drive is the 
most advanced 
transmission on 

the market. 





Clark’s Hydratork Carloader 
sets NEW standards for the industry! 


MORE POWERFUL ENGINE 


Big, new engine gives you faster acceleration, faster 
travel speeds, power reserve for extra work loads. 


BETTER GRADABILITY 


The most efficient operating powertrain on the market 
today, provides power when you need it to climb the 
steepest grades. 


FASTER LIFTING SPEEDS 


Fast, powerful response—lifting speed when loaded has 
been increased to 37 feet per minute. 


PRECISE LOAD CONTROL 


New tilt and lift valves give positive load control .. . 
load jump and load shock are eliminated. 


NEW “FEATHER ACTION” 


VALVE Metering ac- 
tion regulates flow of 
fluid through lifting 
valve, giving balanced 
pressure, eliminating 
load shock throughout 
entire hydraulic system, 
truck and load. Sure, 
positive lifting action . . . less stoppages . . . more work! 
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NEW TILT LOCK VALVE 
Equalizes pressures on 
both ends of tilt cylin- 
ders, eliminating “‘load 
jump” caused by vac- 
uum built up on one 
end of cylinder. Here is 
positive holding action 
. additional safety . . . more work! 


it’s The Most Modern 
Lift Truck Yet! No clutch—no gears 


to shift gives you better maneuverability, less 
driver fatigue—MORE WORK! Power multiplica- 
tion through torque conversion gives you extra 
power, smooth acceleration—MORE WORK! No 
clutch means easier driving, less down-time— 
MORE WORK! Any way you look at it ... you'll 
get more work with Clark’s Hydratork Carloader, 
Ask your local Clark dealer for details. 


CLARK 


EQUIPMENT 


Industrial Truck Division 
CLARK EQUIPMENT 
COMPANY 

Battle Creek 40, Michiaan 
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Merchandise Returns—Charge 

Received on Account 

Charges 

These figures are printed on a 
Daily Statement of Operations, 
and from them we get a complete 
picture of the business, on a day- 
to-day basis. 


Posting Charge Accounts 


Using the desk-type bookkeep- 
ing machine, charges, credits and 


received on account are posted to 
individual customers’ statements 
and ledger cards. Duplicate copies 
of the charge slips, certified by the 
cash register, are used as media 
for posting charges. Duplicate re- 
turn slips are used for posting 
credits; the “Received on Account 
Control” is the basis for posting 
cash. 

The customer’s statement and 
ledger record are made at the same 
time on this smal] machine, which 
also creates a proof tape of all 
postings. 

Operation of the desk-type ma- 
chine is very simple. It is just like 
entering figures in an adding ma- 
chine. As a matter of fact, that’s 





on your next order 


QUALITY YOU CAN SEE 
Beautiful eye-catching matched 
grains and uniform texture that 
harmonize with any interior decor. 
Precision-graded to NOFMA 
Standards. 


QUALITY YOU CAN FEEL 


Properly seasoned and accurately 
milled to a smoothness not ordi- 
narily found in the “run-of-the- 
mill" flooring. Requires @ minimum 
of sanding—saves labor and 
money. 


QUALITY THAT ENDURES 


Made from the finest of Oak 
from the Missouri Oxarks to with- 
stand many years of hard wear. 


Yes, try OZARK BRAND 

Oak Flooring on your next order. 
Your customers will be 
delighted with its fine quality 
and unusual beauty. Like many 
of our accounts, you will enjoy 
repeat orders. Your order 

will be shipped promptly. 
Flooring is carefully bundled 
for safe clean arrival, easy 
unloading and easy handling. 


One order will convince you. 


Write, phone, or wire us collect for quotations and delivery on any of 
your oak flooring needs, 


The OZARK OAK FLOORING COMPANY 


BISMARCK, MISSOURI 


PHONE 115 





| 


| 








just what the desk-type machine is 
—an adding machine with a wide 
carriage that moves across auto- 
matically as figures are entered. 
A switch on the side converts it 
instantly to a regular adding ma- 
chine. 

Charges, credits and cash may 
all be posted in the same run. 
On each account, the old balance is 
picked up; charges are automati- 
cally added and credits or cash 
automatically subtracted and the 
machine then figures and prints 
the new balance. Charges print in 
black on the statement; credits 
and cash print in red. If the cus- 
tomer’s account has a credit bal- 
ance, this also prints in red auto- 
matically. 

When finished, the net total of 
charges and credits posted on the 
machine’s journal tape must equal 
the net total of “Charges Less Mer- 
chandise Returns” less “Received 
on Account” taken from the cash 
register. Any error is found im- 
mediately and corrected. 

With this system, all charge ac- 
counts are kept up to date and in 
proof on a daily basis. We know 
how much our total outstanding is 
from day to day and we can refer 
to an individual ledger card at any 
time and see the exact balance and 
an entire history of the account. 
If a customer requests a statement 
in the middle of the month, there 
is no bustle or confusion — we 
simply hand it to him; it is already 
completely up to date. 

At the end of the month, there 
are no ledger accounts to be added, 
subtracted, balanced, ruled off, 
etc., no long search for errors, no 
statements to write. All we do is 
take a quick trial balance and mail 
out the statements. In a year and 
a half of operation, we have never 
failed to tie in perfectly at the end 
of the month. 

The advantage of having ma- 
chine control over all transactions 
is that at the end of each day, we 
know everything is up to the min- 
ute, including a breakdown of 
sales, and that it is right—a feat 
almost impossible to achieve with 
pen-and-ink methods, even at great 
expense. 
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ELMER’S GLUE-ALL 


The modern polyvinyl glue to 
recommend for speedy, general 
assembly work. Sets fast, dries 
clear, easy to work with, ready 

to use without mixing. Available 

in these 114-0z. or 8-072. size handy 

ueeze bottles, and 

ain containers up Hl) 
to | gallon. 


*? 
Now available 
in this hardy new plastic tube! P [=] 
Sv 


ELMER’S CONTACT 
CEMENT — For your 


customers who want to bond 
plastic laminates to plywood. 
Never needs clamping or oven 
heating. Resists heat and 
water. Available in pints, 
quarts and gallons. 


ELMER’S WATERPROOF 


GLUE —Here’s the most durable 
wood glue available. Completely 
waterproof, it’s impervious to 
boiling water, weathering, acids 
and alkalis. Also glues dense 
resin-impregnated or oily woods. 
All sizes from 4 pint 

to 5-gallon. 


ORDER FROM your locol distributor. For the name of your nearest 
supplier write to— 


THE Boren COMPANY 


Dept. AL-85 J 350 Madison Avenue, New York 17, New York 
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Master 


| WORLD'S FASTEST 
_ SELLING PADLOcks! 
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#100 DISPLAY . . . Complete 
padlock department in less than BS 
two square feet! 


Enjoy the extra profits of steady, year ‘round 
padlock sales by featuring Master, the original 
laminated padlock. Precision-built brass 
cylinders . . . nickel-silver = tumblers . . . 
and numerous Master-perfected security features, 
assure your customers of the world’s 
finest padlock protection! 


Order from your wholesaler. 


Master Padlocks 


NATIONALLY ADVERTISED in Saturday Evening Post, Look, This Week, 
Field & Stream, Popular Mechanics, Boys’ Life, Farm Journal, Ebony. 


(For more data on advertised products {ill in coupon om page 84) 








LUMBER 
TREE 
EQUIPPED 
WITH 
“OVERCOAT” 


A lumber tree storage rack with 
a built-in “overcoat” has been de- 
veloped by the Eastshore Lumber 
& Mill Co., Oakland, Calif. 

“We store redwood house gut- 
ters on the rack,” says H. A. Til- 
desly, owner, “and to keep the 
stock clean, we added canvas cov- 
ers for both sides and a galvanized 
sheet metal roof.” 


The rack, which is made of 
structural steel, was built by the 
firm’s yard crew during spare time. 
It is 20’-3” high and includes four 
storage shelves on each side. 


Tildesly says the rack can be 
used for storage of boards and 
dimension, but space must be left 
at the top of each pile to allow en- 
try of the fork lift. 

The canvas covers on both sides 
are controlled by pulleys (see 
drawing). 





ee 

CANVAS SIDE COVERS provide pro- 

tection for lumber items stored in this 

eight-shelf, tree-storage rack a GALV STEEL SHEETS I/FTLONG 5 
~ — , 
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NOTE -MEMGBERS DRAWN TO 
scat SO GREATER THAN 
SENE RAL OIMENSIONS 
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A GREAT NEW LINE...A TERRIFIC DEAL... 
A POWERFUL SALES PACKAGE... 


Certain-teed ° 


BESTWALL 


Everything combines for you 
in new Bestwall Paints! 





e Your market is pre-sold. 
Your contractor and do-it-your- 
self customers already respect 
the two famous names behind 
Bestwall Paints—Certain-teed, 
with a fifty-year reputation in 
quality building materials, and 
The Valspar Corp., with a 125- 
year reputation in the manu- 
facture of quality paints and 
varnishes, 


e There’s a top-grade Bestwall finish to meet every interior 

painting need. And Bestwall has a wide range of colors in 

alkyd, latex, casein, masonry, and colored texture paints. 

e BESTWALL HELPS YOU WITH ALL 

THESE SALES-BOOSTERS: 

Vv advertising directed at your customers — professional 
builders, master painters, home owners . . . 

¢ free newspaper mats and radio scripts . . . 

y attractive dealer signs and interior store displays . . . 

J free counter cards... color cards... 

y # Benerous co-operative allowance geared to your local 
needs. 


JOIN THE MONEY-MAKING BESTWALL PARADE, 


Ask your Certain-teed representative for details on his next 


S visit, or fill out coupon and mail today. 
@) c T O N i o o 


| 
i. K M 
YD FLAT ENA y Certain-teed Products Corporation 
Dept. AL-9, 120 E. Lancaster Ave. 
Ardmore, Pennsylvania 


Rush me the brochure describing the Bestwall Paint line. 


Name 





Company 
Street 








Bestwall Softone Alkyd Flat Enamel, keystone of 
the great new Bestwall interior paint line. 
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BUILT-IN appliances are prominently 
displayed in 
Right, Kenneth Sawyer demonstrates 
a unit to a prospect 


Fourth in a Series 
On Selling Kitchens 


Milwaukee Dealer Says: 





the Sawyer showroom. 


Built-in Appliances 


Are a “Natural” for Us 


“Selling built-in appliance units 
is a natural for the retail lumber 
dealer,” says Kenneth J. Sawyer. 
His firm, the Sawyer Lumber & 
Supply Co., on the far north side 
of Milwaukee, Wis., has been build- 
ing an enviable volume in built-in 
ranges and ovens, despite a side 
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SAWYER LUMBER & SUPPLY CO. 


5754 WN. 29th St. CU. 3-0882 





OPEN GANT. 64 FRIDAY EVENING. 14, SATURDAY BOON 








NEWSPAPER ADS create most of the 
prospects for Sawyer. One 2x8” ad 
brought in 25 leads, three immediate 
sales 


50 


street location and a limited 
amount of available floor display 
space. 

“We handle the millwork for 
built-in kitchen cabinets for our 
contractor customers and individ- 
uals erecting their own homes. So, 
while we’re at it, why shouldn’t we 
sell them the built-in electric 
ranges and ovens as well,” Sawyer 
comments. 


In business as a full-fledged 
lumber yard for just seven years, 
Sawyer is situated off the beaten 
path in a recently developed resi- 
dential area. Sawyer decided years 
ago that his volume could best be 
kept at a high level by placing em- 
phasis on the big ticket items, 
rather than through selling a lot 
of small products. Built-in electric 
ranges, along with other items 
such as automatic garage door 
openers and kitchen installations, 
have proved to be the effective 
answer. 


Deaier Challenge 


The growing popularity of built- 
in electric ranges for kitchen re- 
modeling jobs and in new home 
construction, is a challenge to the 
retail lumber yard dealer today, 
according to Sawyer. “Most every 
family is in the market for a new 
range today. If they have already 
put in an automatic washer and 
dryer and have had re-wiring 


August 22, 


done in their homes, an electric 
range installation—either a con- 
ventional model, or built-in, is a 
strong likelihood.” 

How does the Sawyer Lumber 
& Supply Co. line up prospects for 
their built-in electric stoves? 
Ranking first in importance, ac- 
cording to Sawyer, is consistent 
newspaper advertising, particular- 
ly in the Sunday editions. Radio 
and television advertising, he has 
found, have not shown as positive 
results as attractive newspaper 
display ads. 

Greater pulling power of news- 
paper advertising, he feels, can be 
attributed to the fact that the 
prospect can clip out an ad to show 
the rest of the family, or file for 
future reference. 


Recent response experienced 
from a single 2x8” display ad run 
on a Sunday, tallied a total of 25 
leads. This definitely traceable re- 
sult accounted for three quick 
sales and a number of live leads 
that Sawyer still feels will result 
in several orders. 


Contractors Give Leads 


Another source of built-in elec- 
tric stove sales comes from the 
people sent in by contractors to 
pick out materials for their homes. 
Prior to launching into their own 
selling campaign, Sawyer reports 

(continued on page 52) 
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BIG NEWS 


FOR THE 
BIG STORM SASH 
SEASON 


FULL-POWER 
PROMOTION 


® Traffic-Building Ads in 10 Leading Magazines 

© New Simplified, Stronger Storm Sash Construction 
@ New Section Interchangeable with Screens 

® Colorful, Eye-catching Point of Sale Materials 


Here’s another full-scale promotion on Reynolds 
Do-It-Yourself Aluminum. Get set now to make your store 
a do-it-yourself storm sash center. Reynolds kit of 

in-store merchandising materials will help you put your 








promotion over — will stop traffic at your Reynolds 
Do-It-Yourself Rack. And don’t overlook the opportunity 
for related items selling of glass and tools. 


Advertising 
that works for 


you in magazines > 
—and in your store 


window streamers « rack signs 
envelope stuffer + ad mats 
Free instruction sheets 


REYNOLDS DO-IT-YOURSELF ALUMINUM 


*T. M. Reynolds Metals Company Reynolds Metals Company, Lovisville 1, Kentucky Available in Canada 
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Dealer Pointer 


Molding Framed for Sales 


A picture-frame setting for 
molding samples is a helpful sales 
aid for the Peter Lumber Co., 
Philadelphia, Penna. 

The display consists of a 3’x6’ 
plywood section painted white and 
framed with picture molding. Two 
hooks are used to hold each mold- 
ing sample to allow removal and 
a by the customer. Name 
and price is inked on the back of 
each sample. 





SELLING KITCHENS 


(begins on page 50) 





that he would help these people 
select their kitchen cabinets, hard- 
ware, doors and other special items 
and then send them elsewhere to 
buy their built-in electric ranges. 

“Now, as soon as we qualify the 
fact that they are electric-range 
minded, we swing into our own 
sales talk. We impress them with 
the fact that they are actually 
benefited by buying more things 
for their home from us, since it is 
more efficient and less bother for 
them. Also, we assure them that 
they can expect complete and hon- 
est service from us following in- 
stallation.” 


Sawyer also performs free lay- 
out service and provides individ- 
ual, personalized kitchen remodel- 
ing plans for “do-it-yourself” 
customers. The plans, drawn by 
Sawyer himself, are usually made 
on a large scale (1” to 1’), to en- 
able tne people to better visualize 
what their kitchens will look like 
when complete. The free drawing 
service includes a list of the mate- 
rials needed and their cost. Pro- 
viding this service also opens the 
door to a healthy number of pros- 
pects among people who indicate 


that they want the plans to include 
provisions for built-in electric 
ranges. 


Quote Unit Price 


“How much will it cost?” is the 
inevitable opening query of the 
average prospect. Most people, 
says Sawyer, are genuinely amazed 
at the reasonableness of today’s 
built-in electric range prices. A 
good pointer to keep in mind when 
answering mail or telephone quer- 
ies in response to ads, is to always 
quote only the range unit price. 
The cost of remodeling, always 
variable according to the amount 
of work and materials needed, may 
be a distorting factor. 


In the final evaluation, accord- 
ing to Sawyer, “Selling built-in 
electric ranges helps make lasting 
customers. That is because you 
are invariably dealing with the 
one member of the family who 
initiates the bulk of the major 
home purchases and handles the 
purse strings — the housewife. 
Having her on your side is worth 
a lot to any retail lumber dealer.” 





Learn, Have Fun 
at the 2nd Annual 
NRLDA Exposition 

Cleveland, Oct. 11-14 























THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN ForeEST Propucts Ltp. 
EBURNE SAWMILLS DIVvIsION 


VANCOUVER, B.C. 
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in an exclusive American Lumberman series 


Complete flexibility, unlimited utility and maximum visibility are 


the features of the American Lumberman island unit. 


Dealers can build 


the unit at low cost in their own shop from available plans. 


basic island unit 


American Lumberman introduces on these 
pages something new in a floor display fixture 
design for either conventional or self-service 
merchandising. The outstanding feature of the 
new island is its adaptability to display all kinds 
of merchandise with relatively simple and quick 
modification of the basic unit. 

Working blueprints are available to dealers who 
want to build the island in their own shop using 
stock materials from their warehouse. 

The extreme flexibility designed into this island 
gives the dealer complete control of his product 
merchandising. Few dealers will ever use this 
fixture in exactly the same manner. 


Planned for the future. The design anticipates 
that many retailers will require a unit with un- 
limited flexibility because of changed operations 
over the years. Emphasis may change, for ex- 
ample, on lines of products or the store may swing 
over to say 75% self-service. 

When you glance at the drawings, you will see 
that a complete island is made up of two half 
sections. The half sections can be used individ- 
ually for spot displays along walls or as window 
display units. When used individually, the backs 
of a half unit are designed to hold shelves and 
provide additional display space. Now let’s ex- 
amine uses for the unit in detail. 


Open unit—-Minus shelves and end panels and 
using a insert provided with slotted standards 
the unit will do a good job on tall merchandise. 
Merchandise can be arranged on the display with 
special hardware that will fit the perforated hard- 
board facing of the center panel. Items like lawn 
and garden tools, for example, are displayed in 
this manner. 
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With shelves installed—-Most dealers will use 
the unit with shelves. The design provides full 
adjustability on the shelves and because a center 
channel is specified the shelves can be adjusted to 
accommodate a wide variety of merchandise, A unit 
for example, may have three shelves on the left 
side of the center and only two on the right side 
of the unit. 


Center merchandise panel—One of the most 
interesting features of this island is the adjustable 
perforated display center. Faced with perforated 
hardboard, this panel can be raised from 12” to 
a full 36” above the top of the unit. This adjust 
able center panel can be used for a department 
sign (minimum adjustment) for holding actual 
merchandise with proper hardware and for three 
dimensional sales panels to be discussed in future 
issues of the magazine. 


Open up closed ends—The dealer can use this 
unit with open ends because the rods of do-it- 
yourself aluminum specified give necessary struc- 
tural support. The ends can be enclosed with 
either plywood or perforated hardboard. In either 
case, the design provides for shelves on the ends 
if the dealer desires them. The plan also calls for 
a separate platform on the end to properly support 
heavy merchandise. 

Storage cabinets—Convenient slip-on base stor- 
age cabinets are included in the design. Many 
dealers prefer some enclosed storage space and 
this has been considered in the plan. Yet if the 
retailer decides at a later date this storage space 
is not needed, the cabinet merely Jifts out pro 
viding added open shelf area. 
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specifications ( partial) 
mh 2 pe %"x12"20% "x48" plywood = ends 


pe %”x24”"x58%" plywood floor of unit 
' 
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pe %”"x48”x60” plywood back plate 
pe %”"x7”"x58%” plywood _ kick plate 
pe %”x12"x60” plywood _ top shelf 

pe %"x16"x59%” plywood second shelf 
pe %”x18"x59%” plywood third shelf 
pe %”x12”x24” plywood end shelves 
pe %”"x4"x22%” plywood base frame 
pe %”"x4”x58%” plywood base frame 
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-b No. 3225 heavy duty slotted channel 


No. 1404 heavy duty mirror channel 
No. 508 12” double wood bracket 

No. 508 16” double wood bracket 

No. 508 18” double wood bracket 

No. 997 straight flex-o-shelves 

3/8” 61st aluminum rod, length 37 
No. 12x2” Phillips wood screws 

- No. 12x1%” Phillips wood screws 

-pes %"x%"x%”"x60" 61st aluminum angle 
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basic island unit 


Working drawings and the complete material 
list for both plywood and hardware are ayail- 
able from this magazine. The blueprints are 
professionally prepared and have been care- 
fully checked for accuracy. They are easy 
to understand in the shop. The set consists of 
four, 24x36” sheets that cover actual con- 
struction of the units, suggestions for varied 
use, glass bining and department identifica- 
tion signs. Some of the different uses for the 
floor unit are shown on these pages. The 
charge for the set is $8.75, postpaid. The 
blueprints are shipped rolled in a strong 
mailing tube. If you are equipping a store 
this small investment will save your literally 
hundreds of dollars over ready-built islands. 
Order from American Lumberman, 139 N, 
Clark St., Chicago 2, III. 
Send for your set of drawings today! 


Basic Half-island Dimensions 


Width: 24%" 
Height: 48" 
Length: 60" 


HARDWARE a 





Use in many combinations—Included in the set 
of blueprints offered by American Lumberman 
are sketches that suggest many combinations of 
units to lend interest and essure efficiency in the 
showroom 

Before preparing final blueprints, several island 
units were actually built and delivered to a dealer 
for down-to-earth testing under normal sales con- 
ditions. In this store the flexibility and combina- 
tions of the unit seemed almost without number. 
Every dealer will find the variations are limited 
only by his imagination and the lines of products 
carried. 

Uses standard materials—The fixture design 
calls for interior grade plywood and the cut-out 
is planned for minimum waste. Perforated hard- 
board is effectively used but not over-emphasized 
because it can give a showroom a spotty, busy 
atmosphere. 

Hardware is standard but the channels used for 
shelf supports are heavy-duty to handle paint and 
similar merchandise. Do-it-yourself aluminum is 
specified for support rods and the channel for the 
sliding center panel. The material list is com- 
pleted with shelf brackets and Phillips-type 
screws. 


Paint finish important. In the past year a new 
industrial paint finish has been developed that 
is now being widely used for fixtures. This finish, 
specified for the American Lumberman fixtures, 
will not chip or scratch easily. 

Sprayed on with 40-50 pounds pressure, this 
finish gives a two-tone muted color effect from a 
single paint can. Sales research is conclusively 
proving that fixtures should be essentially neutral 
in color for better emphasis on the products being 
displayed. 

Some dealers may want to paint only the ends 
of the fixture and finish the shelves in a natural- 
finish. If proper materials are used on the shelves 
this can be an effective treatment. 

Glass binning. Included in the blueprints for 
this fixture is a sheet detailing an easy new way 
to handle glass binning. The method offers new 
flexibility and convenience. 

American Lumberman suggests, however, that 
dealers explore the possibility of using plastic 
refrigerator boxes as a handy substitution for 
glass binning. Factory rejects can be purchased 
at low cost. They come in various sizes and shapes 
and a snap-on price bracket can be used without 
difficulty. Dealers seem to like these boxes because 
they are easy to use and can be turned over for 
fast cleaning. 

Research extensive. Designing this island unit 
proved te be one of the most difficult fixtures in 
the series planned by this magazine. Getting it 
right was important because islands now handle 


Hines LUMBER COMPANY’S remodeled Lincoln ave- 
nue yard, Chicago, was the first yard in the 
country to build and use this new island unit. 
The appreciation of our entire editorial staff goes 
to Hines for their preception in seeing the pos- 
sibilities of our early drawings and for the ideas 
and refinements they suggested. Especially, we 
would like to thank Phil Creden, public relations 
director, Dan Nikolich, advertising manager, and 
Bill Archibald, manager of the Lincoln yard. 
The photo on the cover shows, left, Bill Archibald 
and right, Dan Nikolich. 


about 65% of the merchandise in a typical yard. 
Also, if properly designed they create the first 
impression on a visit to a store. If the dimen- 
sions are not right, they discourage shopping in 
the store and impulse buying. 

Wider use of glass for windows with resulting 
limited wall space in the typical store was another 
reason for care in design. And, finally, with self- 
service increasing, the island becomes a vital part 
of sound merchandising. Wall units will always 
remain with us especially for products on which 
consumers need the assistance of salesmen. 

Dealers who decide to build this island can be 
assured that it has been carefully designed and 
actually built in quantities to eliminate all the 


4p 6 


NEXT ISSUE—Jn the September 5 issue we will 
present the plans for a basic sidewall unit that you 
can build. This unit has unlimited flexibility, con- 
cealed canopy and spot lighting and unusual pro- 
visions for department sign identification. It’s a 
unit for walls that is a “must” for a contemporary 
lumberyard. 
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You've got a whale of a lot of 


SALESPOWER cinalot yee Tham” 


with — 
LINE 


GUARANTEED - QUALITY FLEXIBLE PLASTIC PIPE 





YOU COMMAND 

the strongest backing 

in the plastic pipe business 

from the day you become a 

CRESLINE distributor or dealer. 

Never a qualm about product quality — 

not when you sell CRESLINE! It’s made of 100% 
virgin materials, with every single coil pressure 
tested, every single foot measured and marked 

(and every 10-foot length as well). No doubt about 
deliveries either — because every order you place 
for CRESLINE plastic pipe is on its way within 24 
hours! Add the fact that CRESLINE is backed by a 
written guarantee, and it’s easy to see why you've 
“got it made”... when you make the CRESLINE list 
your one pipe-buying guide! 

Write for the profitable proof now. 


MADE TO SPECIFICATIONS OF THE THERMOPLASTIC PIPE 
DIVISION OF THE SOCIETY OF THE PLASTICS INDUSTRY 


CRESCENT PLASTICS, INC. 


THE GATES FORMING SYSTEM 


is SOLID... .o* PROFITS! 


More and more, builders and architects 
are specifying the Gates System because 
of its important features — efficiency, ver- 
satility, speed and economy. That's why 


you'll want to stock, suggest and sell it! 


() 








qf. 
ROD TYPE 


FORM TIE 


2x4 TYPE 


FORM TIE 


é- 


Gates’ specially-designed 


Form Ties are constantly 





gaining in popularity. They 


require minimum space to 





stock... represent BIG sales 


increase for you. 








J 


Dealerships are still available in several areas. 
WRITE for full details and dealer price list. 


‘ 99 
IN ...with GATES TIES! 


GATES & SONS, INC. 
80 So. Galapago St., Denver 23, Colo. a.o/os 
Gentlemen: 


Please send me your catalog and dealer price list. 


Nome 
Firm 
Address... 


City 


PW We an 


DENVER SPOKAWNE 








Dept. L-5, 955 Diamond Ave. © Evansville 7, Ind. 
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BUILDING SAVER 


GENESEE VALLEY BUILDING SERVICE,Inc. 
mT. MORRIS, . ¥. PHONE 200 


y CAN DO IT YOURSELF” 
“LEARN HOW AT THE MOUNT moRRIS 
QUALITY BUILDING MATERIALS HEADQUARTERS 
Thyredoy & Friday Evening , Febreary 18 & 19, 1954 
J i 74 


BUILDING SAVER PROMOTION effectively blankets the area within a 20-mile radius 
of Mount Morris, N. Y., and successfully promotes home improvement packages at 
budget terms 


Management Workshop Ideas in Practice: 





Direct Mail Program Expands 


Dealer’s Trading Area 


After attending a management workshop moderated by How can I improve my gross 
. 5 i sales volume and net profit margin 
Art Hood, American Lumberman editor, this New York during the fall and winter months 
dealer began an integrated direct mail promotion campaign _ ‘8 the $64 question many building 
: materials dealers are trying to 

to successfully promote packaged home improvements. answer today. 

F. Douglas Wheeler, president, 
Genesee Valley Building Service, 
Mount Morris, N. Y., feels he 
found the answer at a manage- 
ment workshop sponsored by the 
Northeastern Retail Lumbermen’s 
Association last year. The work- 
shop, held at Ithaca, N. Y., was 
moderated by Art Hood, American 
Lumberman editor. 

“For quite a while I had been 
seriously thinking about how to 
improve our sales and profit pic- 
ture and expand our trading 
area,” Wheeler says. “From Art 
Hood’s workshop I picked up sev- 
eral pointers which helped solve 
my problem. 

“After reading one of Art’s edi- 
torials called ‘Banish Red Ink’ I 
decided to put into practice some 

5 Latha of the points advocated in the 
ABBE ch od, American Lumberman editorial 
SPECIAL MAILING promoting prefabricated docks, summer cottages and out- and the management workshop.” 
door living items was sent to residents of a nearby summer resort area. Louise One of the first things Wheeler 
Fusco handles the mimeographing and mailing of all promotion. did was to increase his advertis- 
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ing budget with a heavy accent on 
direct mail promotion stressing 
Home improvement packages and 
budget terms. 

Objectives of an_ integrated 
newspaper, radio and direct mail 
promotion campaign were to: 

-Increase the firm’s 
area 


trading 


Pick up more do-it-yourself 
business 


-Increase working capital 
—Unload slow-moving items 


—Increase sales volume during 
the fall and winter 


As a result of Wheeler’s stepped- 
up promotion campaign he esti- 
mates his sales volume has picked 
up 8%-10%. 


Direct Mail Most Effective 


From experience Wheeler has 
learned that direct mail is the most 
effective advertising medium in 
the Genesee river valley and he 
backs up his periodical mailings 
with weekly newspaper ads and 
some radio spot announcements. 

Four times a year, Wheeler 
mails out a mimeographed bro- 
chure called the Genesee Valley 
Building Saver to about 22,000 box 
holders within a 20 mile radius of 
Mount Morris. Using this system, 
his direct mail pieces blanket an 
area of 1,256 square miles. 


Stresses Trained Help 


In his brochure, Wheeler offers 
remodeling and planning assist- 
ance and stresses that his men 
have received specialized training. 
In his promotion, Wheeler says: 

“Several members of our staff 
have attended Lumbermen’s Train- 
ing Institutes at Syracuse and 
Amherst to’ learn improved meth- 
ods of serving you. Take ad- 
vantage of their knowledge and 
ability. They will show you new 
materials and practical ways of 
application and even _ provide 
sketches at no cost.” 


Odd-Lot Department Profitable 


To unload slow-moving items 
and to save the trouble of inven- 
torying small lots, Wheeler plays 
up the firms Odd-Lot department 
in the direct mailings. Sold on a 
first-come, first-served basis, 
Wheeler lists the quantity of each 
item available and the marked- 
down price. 

Last February, in the winter 
issue of the Genesee Valley Build- 
ing Saver Wheeler featured a sale 
of 1,000 gallons of paint on a cash- 
and-carry basis. 
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Promotes Christmas Gifts 


“Gifts from the lumber yard” is 
a promotion theme often over- 
looked by building materials deal- 
ers. To stimulate Christmas trade, 
Wheeler devoted one issue of the 
Genesee Valley Building Saver to 
suggesting gifts from the lumber 
yard. 

For mother, he suggested a new 
kitchen and offered to provide a 
sketch to be placed under the tree. 
For father, Wheeler suggested: 
“Give dad the tools he needs to do 
the jobs mom wants done,” and 
listed a variety of power and hand 
tools. For the whole family, 
Wheeler promoted extra living, 
recreation and storage space 
through packaged home improve- 
ments. 


Provides Services 


Following his firm’s slogan: 
“More than a lumber yard,” Wheel- 
er stresses friendly service and 
offers customers a multitude of 
services including free deliveries, 
precutting, budget terms and help- 
ful advice. 

“We stress package selling as 
much as possible,” Wheeler says. 
“Even a complete house-paint job 
can be sold as a package—and on 
painless budget terms.” 

Recently, Wheeler teamed up 
with Art Staley to form Wheeler- 
Staley Corp. to promote Lu-Re-Co 
home packages in the area. The 
two men developed a subdivision 
of 39 lots and are selling the Lu- 
Re-Co home as a complete pack- 
age, complete to even a seeded 
lawn. 


Pushes Resort Area Sales 


Last June, Wheeler made a spe- 
cial mailing to residents in the re- 
sort area around Conesus lake. 
This promotion stressed precut 
and prefabricated docks, boat 
plans and materials, summer cot- 
tages and do-it-yourself specials. 

“Through this mailing we de- 
veloped sales of 20 docks, two cot- 
tages and two houses,’ Wheeler 
says, “plus a lot of other sales 
that could be traced to this direct 
mail piece. 

“We’ve found that direct mail is 
expensive, but it can be effective 
in expanding your trading area 
and we intend to keep on using it.” 








OWENS- ILLINOIS, 
GLASS BLOCK 


EASY TO 
HANDLE 


Owens-Illinois Glass Block are handled 
in the same way as cement blocks — 
same mortar, same laying technique. 
They go in at the same time, or they 
can be used for remodeling jobs. 


EASY TO 
STORE 


Glass Block come prepacked in sturdy 
cartons of convenient size. No loose 
block for you to handle. 


EASY TO SELL 


Show your customers how glass block 
can make their homes more livable. 
Tell them a panel has the insulating 
efficiency of an 8-inch thick brick wall 
The panel won't frost or sweat in win 
ter... provides better insulation than 
a window with storm sash, Point out 
they are hard to break easy to clean 
Plan now to push and profit from this 
versatile, practical building material, 
Write for details. Kimble Glass Com- 
pany, subsidiary of Owens-Illinois, 
Dept. AL-8, Toledo 1, Ohio. 
*Formerly known as INSULUX, 


OweEns-ILLINOIS 


GENERAL orrices(]) ToLeDo 1, OHIO 
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Colorizer Group Plans Merchandising Campaign 


COLORIZER SALES LITERATURE is 
examined by W. 8. Gillespie, Warren 
Paint & Color, Nashville; J. A. Zim 
mermann, Jewel Paint & Varnish, Chi 
cago; Jay Vogt, Blue Ribbon Paint, 
Wheeling, W. Va. and D. M 


Walter N. Boysen Co., Oakland, Calif 


Ad vertisement 


Schindler, 


Plans for 1956 merchandising 
and advertising were drawn by 
Colorizer Associates at the group’s 
annual summer meeting at The 
Homestead, Hot Springs, Va. 
Chairman of the four-day meeting 
was Robert O. Clark, president of 
Colorizer Associates and president 
of Jewel Paint and Varnish Co. 

Colorizer Associates consists of 
14 paint manufacturers in the 
U. S., Canada and England who 
pioneered paint color systems and 
who market paints in 1,322 colors 
in the U.8., Canada, Mexico, South 
America, British Isles and India. 

sesides the Warren, Jewel, Blue 
Ribbon and Boysen companies, the 
group includes Bennett's, Salt 
Lake City; Brooklyn Paint & Var- 
nish Co.; James Bute Co., Hous- 
ton; Great Western Paint Mfg. 
Corp., Kansas City, Mo.; Kohler- 
McLister Paint Co., Denver; W. H. 
Sweney & Co., St. Paul; Vane- 
Calvert Paint Co., St. Louis; Geo. 
D. Wetherill & Co., Inc., Philadel- 
phia; The Imperial Flo-glaze 
Paints Ltd., Toronto, Ont., and 
Jenson & Nicholson, Ltd., Strat- 
ford, London. 





Speed up your operation with Goldblatt tools—they're good as gold. 
(Goldblatt Too! Co., 1944 Walnut, Kansas City 8, Mo.) 
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COMPANIES ANNOUNCE 





Hammond Lumber Co. has announc- 
ed the election of Waldron Hyatt as 
member of its board of directors. 
Hyatt, manager of its redwood divi- 
sion, also was named vice-president in 
charge of the division. 


Tilemaster Corp., Chicago, has be- 
gun work on a new plant in Nor- 
ridge, Ill. According to Paul Makray, 
president, the new plant will make 
possible significant production econo- 
mies and enable the firm to stream- 
line its entire operation. Plans call for 
completion of the building and occu- 
pancy in December. 


Koppers Co., Inc., Pittsburgh, has 
appointed Douglas Grymes, Jr., a vice- 
president in the Wood Preserving div., 
according to a recent announcement 
by Fred C. Foy, president. 


The Stanley Works, New Britain, 
Conn., has named John M. Crowley as 
regional manager of hardware sales, 
according to an announcement by 
George P. Merrill, general sales man- 
ager. Crowley, who will be in charge 
of Hardware Div. sales for the Mid- 
west region with headquarters in Chi- 
cago, succeeds Lowell S. Pickup, who 
retired recently after 42 years with 
the firm. 


The Fir Door Institute has an- 
nounced the appointment of Benjamin 
T. Cardinal, Ann Arbor, Mich., as 
managing director. Cardinal, formerly 
midwest field representative for the 
Douglas Fir Plywood Association, will 
make his headquarters in Tacoma, 
Wash. He succeeds James F. Fowler in 
the post. 


Asbestos-Cement Group 
Elects New Officers 


E. J. O’Leary, vice-president and 
general sales manager of the Rub- 
eroid Co., N. Y., was elected presi- 
dent of the Asbestos-Cement Prod- 
ucts Association at its 18th annual 
meeting in Absecon, N. J. 


John W. Brown, vice-president 
of the National Gypsum Co., Buf- 
falo, N. Y., was chosen vice-presi- 
dent of the association. Reelected 


were treasurer R. J. Tobin of the 
Tilo Roofing Co., Inc., and secre- 
tary Chester C. Kelsey, New 
Canaan, Conn., who is also asso 
ciation manager. 
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Chapman Heads Wood 
Kitchen Cabinet Makers 


NEW OFFICERS. First vice-president 
of the National Institute of Wood 
Kitchen Cabinets is Hugh Gregg, 
former governor of New Hampshire; 
Richard Chapman, right, of Mutschler 
Brothers, Co., Nappanee, Ind., is presi 
dent of the group 


Formal organization of the Na 
tional Institute of Wood Kitchen 
Cabinets was completed at a meet- 
ing in Chicago July 30, attended 
by representatives of 18 firms in 
the industry. 

The new trade association elec- 
ted a permanent board of direc- 
tors and approved a constitution 
and by laws. Twelve of the firms 
became members immediately and 
it was reported that executives of 
a number of firms unable to at- 
tend, have evinced interest in 
joining the institute. 

Only manufacturers of prefabri- 
cated kitchen cabinets will be ac- 
cepted for active membership; 
others will be eligible for asso- 
ciate membership. 

Richard Chapman, Mutschler 
Brothers Co., Nappanee, Ind., was 
elected president. Hugh Gregg, 
president of Gregg & Son, Inc., 
was elected first vice-president and 
Ivan H. Ramsey, Curtis Companies, 
Inc., Clinton, Iowa is second vice 
president. E. C. Hawkinson, Bram- 
mer Mfg. Co., Davenport, Iowa is 
secretary and E. H. Courtenay, 
Mengel Co., Louisville, is treasurer 

The annual meeting will be held 
on the second Friday in April. 
Offices of the institute will be lo 
cated in Chicago. 


Kitchen Cabinet Month 
The newest advancements in de 
sign and styling of steel kitchens 
will be spotlighted in September 
when distributors and dealers join 
in the month-long promotion spon 
sored by the Steel Kitchen Cabinet 
Manufacturers Association. A 
wealth of display material has 
been prepared for dealer use, ty- 
ing in with the heavy program of 
national advertising scheduled for 
Steel Kitchen Cabinet Month. 
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Your operation, too, 
can profit with 


_ Pallep Poke 


When it comes to oak strip and blok flooring, many 
lumber dealers in all parts of the country are pro- 
fiting by using Delfair PALLET-PAK. PALLET- 
PAK not only reduces your costs in unloading, 
warehouse handling, and loading but it also enables 
you to check your inventory of stock fast and ac- 
curately. With Delfair PALLET-PAK, too, less time 
is required in tallying. For greater operating effi- 
ciency and economy, be sure to specify Delfair 
PALLET-PAK. Write today for descriptive folder, 


D. L. FAIR LUMBER COMPANY 


LOUISVILLE, MISSISSIPPI 
Member NOFMA, SPA, SPIB and MPMA 
[] Standard Strip [] Prefinished [] Oakblok 
Plank [] Multi-Woeod Blok 


: Wish FLoorS (7 DELTAIB 
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No. 41 of a Series 


MORE IDEAS FOR SMALL ADS WITH BIG SALES PUNCH 


In number 38 of this series, we reproduced layouts 
for three smal! newspaper ads, with the suggestion 
that you could make up dozens of others along the 
same layout pattern by substituting other ADservice 
mats and changing headline and copy. Below are 
three additional layouts for your “small ad” file. 

The ad at left demonstrates how project advertis- 
ing can be effective in small space—providing the 
illustrations have high attention value. 

The 2-column layout shows how smal! uniform-size 
mats can be arranged to show many items in an at- 


1 col, a & in. 





2 col. x 8 in, 


tractive, orderly, easy-to-read arrangement. 


A combination of one featured product and two re- 
lated items, as in the paint ad at right, is an excellent 
layout plan for a series of ads—on insulation, lum- 
ber, plywood, fencing, hardware, etc. 

All mats shown in these ads are from the group of 
254 offered exclusively by American Lumberman’s 
ADservice. Write for free 48-page book showing all 
the mat illustrations, plus layout and copy sugges- 
tions. 


1 col. w 8 in. 





We'll help you 


REMODEL 


NO MONEY DOWN! 


ADD A ROOM 











AS LOW AS ‘00 PER MO. 














AS LOW AS ‘00 PER MO. 


DO-IT-YOURSELF AND SAVE! 


9 IMPROVEMENTS 
EVERY HOME NEEDS! 





Your Best Buy! 
(BRAND) 


PAINT 



































YOUR NAME 














YOUR NAME 


YOUR NAME 
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No "Dog Days” for 
Seattle Area Mills 


SEATTLE — The market is re- 
markable for this time of year with 
demand good and prices sustain- 
ing at levels of a fortnight ago or 
a little higher. The so called “dog 
days” appear absent. Mills have 
good order files. Many have all the 
business they can handle up to 60 
days. Some price fluctuations have 
occurred but they have not affected 
the general picture. Transits are 
moving nicely. The demand for 
specified cutting is heavy. Export- 
ers are told they can’t buy until 
November. Mills complain of the 
high price of logs. 

There have been some ups and 
downs in fir prices, principally No. 
3 green dimension. All kinds of 
dry lumber is in good demand. 
No. 1 and 2 dry hemlock dimen- 
sion is up around $3. Shingles are 
firm with a tendency to rise, 5X 
are now moving at the high figures 
used to indicate a variation in 
prices two weeks ago. Demand for 
shingles in the southwest is good. 
Western red cedar prices are 
steady and firm and the mills con- 
tinue to have large order files. 

Pines are steady except for No. 3 
Ponderosa which has been up and 
down and No. 4 common, which has 
firmed. No. 1 and 2 dry spruce 
dimension is more available fol- 
lowing improvement in the flood 
situation in Canada and prices 
have advanced $2. 

Seattle building permits issued 
during July fell below the high 
levels of earlier months of this 
year but seven months’ figures 
show totals only slightly below 
record breaking mark which was 
established last year. 


Some Slowdown Due 
To Shipping Pinch 


TACOMA Lumber sales con- 
tinue to be heavy although there 
is some evidence of a slowing down 
due in a large part to a scarcity 
of shipping facilities. Both water- 
borne and rail business is feeling 
the pinch and there is little indica- 
tion of an immediate improvement. 
Suyers are becoming cagey unless 
prompt deliveries can be guaran- 
teed. There is some feeling that 
prices, which have been steady for 
some time, may be due for a break. 

But, so far there have been no 
definite trends in that direction. 
Log production is going ahead 
steadily as manufacturers are 
building up reserve supplies for 
fall and winter operations. Steady 
rains during the past week have 
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materially helped the woods situa- 
tion, reducing the forest fire haz- 
ard and permitting logging camps 
to operate on a near norma! basis, 

However, this relief is expected 
to be only temporary and the state 
conservation and development di- 
rector has indicated that addi- 
tional areas of forest land in 
southwest Washington will be 
closed to public entry until after 
October 15, when the extreme dry 
period normally is over. 

The state land department has 
announced that it will offer more 
than 110,000,000 feet of timber for 
sale at public auction this month. 
Most of this is in Cowlitz and 
Grays Harbor counties. The Ta- 
coma city water department will 
sell approximately 1,400,000 board 
feet of Douglas fir and old growth 
alder near the intake of the Green 
River water supply at public auc- 
tion on August 19. The minimum 
bid will be $30,000. 

Employes of the Buffelen Manu- 
facturing Co., which announced 
intention recently of closing down 
on August 15, are continuing their 
efforts to keep the plart in opera- 
tion as a co-operative. This week 
they filed articles of incorporation 
in Olympia for a Buffelen Wood- 
working Co., with a capitalization 
of $2,000,000. They propose to sell 
working shares in the company, 
giving present employes, who num- 
ber about 700, first opportunity to 
buy. 


Market Unchanged 
At San Francisco 


SAN FRANCISCO Weather 
throughout northern California 
has been fine for lumber produc- 
tion, both in the forests and at the 
mills. Some mills have closed for 
vacations but supplies remain 
about as they’ve been and the mar- 
ket continues to be strong and firm. 

Jim Farley of Pacific Lumber 
Company reports redwood siding is 
bringing the following prices: '% 
x 8—$146; 5% x 8—$130; % x 10 
$165 and *%4 x 10—$213. Supply of 
No. 3 and No. 4 common has im- 
proved and Douglas fir is being 
offered at the mills with little 
change in price so far. 

Southern Pacifie’s supply of cars 
has increased and buyers in gen- 
eral have tried for lower prices. 
As a result some green mills have 
experienced trouble in getting as 
much as $76 for No. 2 and better 
dimension. However mil! prices of 
up to $80 are not unusual for 2 x 6 
and 2 x 10. 

Rail movement to the San Fran- 


(continued on page 65) 
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NO. N-102 
MERCHANDISER 


Height 5 ft., width 2 ft. 





TAKES...only 2% sq. ft. 


FEATURES...57 STANLEY 
household hardware items 


All items presented on cards. And 
each card’s a complete sales unit that 
stimulates impulse buying — pro- 
motes sales of related items. You'll 
have a complete self-service hard- 
ware department, chock-full of sales 
promotion, in less than 3 sq. ft. of 
space. 

Here’s how to get it! Order Stanley 
Package No. N-102—consists of 4 
doz. each of 57 popular Stanley 
Household Hardware Items. You 
receive above display stand free with 
your order. The cost to dealer for 
entire package, only $84.70——retail 
value, $148.60. 


Your wholesaler has it. Ask him for 
information and Easy-to-Order Forms 


The Stanley Works, New Britain, Conn. 


STANLEY 
Hardware 


TOOLS © ELECTRIC TOOLS + STEEL STRAPPING + STEEL 








Lumber Prices at Press-Time 


The following index is intended merely as @ check on buying 


practices. |t is a compilation 


and aver cvorage of mil pres apron time ‘nd thud not be candered at caer on he de 
magazine 


is received. The prices 


should be useful in following market trends and as 


the 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertion! Grain Ficortng 
iat Gratin ova 


Drop Siding 


1x6 (Pat. 
ix6 (Pat. 


Celtling 


’ 120.00 
116.00 110.00 


Boards and ahigtep and 2” (Green) 
x 


1x8 1x10 1x12 


No. 1 Dimension 
12’ 
$2.00 
$1.00 
$3.00 
2x10 82.00 
2x12 81.00 


No, 2 Dimension 
2x 4 78.00 78.00 
2x 6 177.00 80.00 
2x 8 80.00 79.00 
2x10 80.00 81.00 
2x12 77.00 76.00 


No. 3 Dimension r/!i 
2x 4 


2x 4 
2x 6 
2x 8 


(Add $15 00 for dry lumber) 





RED CEDAR SHINGLES 
“yt 15.78 
» B 56.50 


Perfections 
12.60-12. -7% 


5 
4.50- 576 


. 





WESTERN RED CEDAR 


Prices for Western Hed cedar sidin 
im mixed cars, new bundling, & te 1 
are: 


Beveled Siding, % inch 
Clear “ae 
by 4 inch....100.00 96.00 
by 6 inch.... 77.00 


“RB” 
60.00 
66.00 

100.00 

106.00 


80.00 
by 6 inch....120.00 116.00 
by 8 inch....166.00 145.00 


Clear Bangalow Siding, % inch 
§-ineh 1 





Finish, B and Bir, 53 or 45, 
7 = af or Reegk 


Getting or Flooring, B and Btr. 
te 1@ or Lenger 


D 
, 125-00 100.00 
135.00 125.00 100.00 
Discount on moldings, 6 to 20’ odd 
lengths. 
Series 8,000 
Listing under 4.00—list plus 35% 
Listing 4.00 and overt bh plus 35% 
Cteae tatties, 6/1? x 1%"—2 to 18 
See Es BE 0 0c sbesevococvcsnesece 1.6 
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WESTERN PINES 


Ponderosa Pine 


6/4 RW 

Selects and 

82 or 48 sRW 6A RW 8/4R 
C&Btr. RL "fé0.00 265.00 270. by 
ho s 

—— No.2 

110.00 

114.00 


No. 1 
. 142.00 
144.00 


Commons, 82 or 


ix 8RL....112. 00 
1x12 RL ....120.00 


Idaho White Pine 
Selects 52 or 48 
ix x6 1x8 1x10 
C&Btr. RL .270. 00 270. 00 270.00 275.00 
D RL 230.60 230.00 230.00 246.00 
Commons, 523 or 48 


No. 3 No. 4 
79.00 71.00 
79.00 71.00 


0.3 
198. 00 
100.00 


6/4 RW 
285.00 
280.00 
246.00 


No. 3 
80.00 


162.00 80.00 





OAK FLOORING 


Clear Pin x2 x1 4 x2 
White 97.00 180.00 
Red 206.00 


Sel Piain 
White 187.00 
Red 192.00 
#1 Com. 


White 187.00 
Red 


192.00 


ite 
110.60 


130.00 92.00 


SOUTHERN 


Vertical Grain Flooring 


100.00 





PINE 


B&Btr. 
ix4 Heart 260.00 
Fiat Grain Flooring 


ilx4 
1x6 


1x6 #106 
1x6 #116 ....... 


Boards & catytep 
No, 1 


Cc 
236.00 


191. 
191.00 


1x8 
- 140.00 140.00 
84 e+] + 4 


94.00 
94.00 
92.00 
99.00 


2x12 91.00 91.00 


Neo, 3 R/L Only 


All prices based on kiln dried PP ng 


August 22 


> <eeeeeeeee 
QARAAHLLAH 


Note: A grade V.G. Redwood Siding 
$5.00 less for %, % and % in above 
sizes. 


Anzac Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade. 


Finish 


1x 4 Clear Heart 845 
ix 6 Clear Heart S48... 
lx 8 Clear Heart 848... 
1x10 Clear Heart S48... 
1x12 Clear Heart S48 





WESTERN HEMLOCK 


Vertical Grain Fleortng 


B&Btr. 
160.00 


iat Grain Floortog 


1x6 (Pat #1)06.1560.00 
1x6 (Pat. #116).160.00 


Celling 


120.00 
120.00 


Boards and Shipiap and 
2” (Dry) 


No. 
No. 
No. 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


ix6§ 1x8 ixl0 ix12 


100.00 105.00 103.00 106.00 
69.00 71.00 70.00 71.00 


No. 2&Btr. 
No. 3&Btr. 


No. 1 Dimension 
14’ 20’ 
2x 4 78.00 78.00 78.00 
2x 6 78.00 78.00 80.00 
2x 8 80.00 80.00 
2x10 78.00 80.00 
2x12 78.00 78.00 


No. 2 Dimension 


2x 4 73.00 
2x 6 173.00 
2x 8 756.00 
2x10 73.00 
2x12 73.00 


Mille are now grading boards 


and 3 common. Mills do not grade out 
Neo. 3 dimensien as in fi 
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cisco bay area was blocked by 
collapse of the Northwestern Pa- 
cific tunnel near Eureka but prices 
and supply have not been mate- 
rially changed by the tunnel block. 
Trucks have moved a large part of 
the redwood and Douglas fir pro- 
duction. 

AFL plywood workers have 
voted to return to their jobs at the 
strikebound M and M Wood Work- 
ing Company plants in Oregon and 
California. 

Clay Brown, president of the 
huge fir plywood concern, expects 
1,600 employes in Portland, Al- 
bany Lyons and Idanha in Oregon 
and at Eureka, Calif., to be back on 
their jobs within a week. 

The workers walked out July 1 
when the old contract expired. 
They wanted it renewed and man- 
agement wanted to change certain 
provisions relative to working con- 
ditions. 


Few Price Changes 
In Baltimore Region 


BALTIMORE The southern 
pine market here remains very 
stable, with little change in either 
price or demand. Dimension lum- 
ber still can be purchased for from 
$85 to $102 per M depending upon 
its length. Dried roofers now 
bring close to $86 per M. 

Fir, while considerably easier 
to procure, continues very high in 
price. Dealers now predict this 
stability will continue throughout 
the summer; and some go so far as 
to predict no price drop until No- 
vember. Dimension fir can be pur 
chased at around $112.50 per M for 
the 2 x 4s, and $118.75 per M for 
the 2 x 10s. These prices are for 
the No. 1 common with the usual 
amount of No. 2. 

Ponderosa pine is extremely 
tight, and prices have advanced 
somewhat. The 1 x 12 shelving in 
the No. 3 common brings about 
$102.75 per M; while sheathing in 
the No. 4 common can be had for 
$94.75. Kiln-dried Ponderosa pine 
in the No. 2 common presently 
brings in the neighborhood of 
$148 per M. 

Hardwoods are holding their 
own nicely, and are expected to 
continue firm over the next few 
months. Walnut can be bought for 
around $375 per M, if and when 
one can get it. No procurement 
difficulties exist as far as poplar 
is concerned, although several 
wholesalers reported difficulty in 
getting this lumber properly kiln 
dried. 

Oak is very scarce and yard 
operators look for this lumber to 
become even harder to get once oak 
exports to England begin to be felt 
on the domestic market. 
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BAKER 


...llas 4 forward speeds! 


This rugged 4000-pound capacity pneumatic-tired, gas-powered 
fork truck is the lowest priced in its class. Yet it has many 
features enabling it to do a greater variety of jobs, faster and 
more efficiently, than higher priced machines. 


For example: four forward speeds give it faster acceleration, 
faster “cycling”, faster delivery on long hauls, better ramp 
operation and better traction on uneven, soft or slippery sur- 
faces. Add to this the advantages of its large (7.50 x 16) hi- 
flotation drive tires, higher ground clearance, greater stability 
(55-inch wheelbase, 41-inch wheel tread), top forward speed 
of 13.88 miles per hour—and it’s not hard to see why “Yarp- 
LOADER” is setting new performance records on in — and out- 
of-doors jobs. 


All this at a low cost permitting savings up to $500 and more 
on initial investment! Write for descriptive bulletin 1345-A. 
The Baker-Raulang Co., 1200 W. 80th St., Cleveland, Ohio. 


Baker 


HANDLING EQUIPMENT 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set 
up” for service. With many long- 
established mill contacts, knowledge 
of mill's specialties, resources, manu- 
facturing and shipping facilities and a 
thorough understanding of buyer's 
requirements, the leading Western 
Wholesalers below can help you take 
the worry out of your lumber buying. 
Tell them your needs. Let them supply 
your complete requirements. 





CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 


FOREST PRODUCTS 
telephone: AT 6591 Teletype: P0572 


WALES LUMBER COMPANY 


OLB NATIONAL BANK BUMDING 


SPOKANE - - - WASHINGTON 
Our 33nd Year 


HALLINAN LUMBER CO, 


628 S. W. Harrison St. Portland 1, Ore. 


MANUFACTURERS DOUGLAS FIR 
Alwoter 9236 Teletype PD 457 








564 Morke: St San Francisco 4. Callf 





VAN VALER LUMBER COMPANY 


Radio Central Bidg.. Spokane 4, Wash. 
Phone: Timple 2743 TWX SP 19. 


PHILLIPS LUMBER 


CORPORATION 


Symons Bidg., SPOKANE, WASH. 
Phone Riverside 4107, TWX SP 143 
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Dresser-Dor 

A new answer to home storage is 
a unit designed for easy attachment 
to the back of closet or other doors. 
Dresser-Dor, reducing clutter by pro- 
viding space for cosmetics, cuff links 
and other small items, comes equipped 
with two removable plastic trays. 
Available with either mirror and tie 
rack, or six full length shelves, the 
unit is 48” x 19” x 3%” deep. Arned 
Mfg. Co., Dept. B-AL, South 4th and 
Hwy. 212, Stillwater, Minn. 


For more data circle No. 1 on coupon, p. 84 





New Window Lift 

A fingertip window lift in two sizes 
is made in both extruded brass and 
extruded aluminum. Simple and 
streamlined, the lift is essentially a 
straight bar of metal molded to pro- 
vide a finger fitting contour for rais- 
ing or lowering the sash. Easy to 
install and keep clean, each is in- 
stalled with two screws in matching 
finishes. Nos. 028 and 28. The H. B. 
Ives Co., Dept. AL, Artizan St., New 
Haven, Conn, 

For more data circle No. 2 on coupon, p. 84 


New Floor Finish 

Masuron, a new floor finish, is said 
to dry with such speed that by the 
time a floor is finished, the part first 
started is dry enough to walk on. Not 
a shellac, not a varnish, it is a spe- 
cialized clear floor finish with its own 
individual qualities. The manufacturer 
claims that in addition to its rapid 
drying quality, it has great resistance 
to wear, tear and abuse. John W. 
Masury & Son, Inc., Dept. AL, 1700 
Bayard: St., Baltimore 30, Md. 


For more data circle No. 3 on coupon, p. 84 
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Weatherstrip Kit 

A new do-it-yourself door weather- 
strip kit contains 17 feet of high 
quality spring bronze weatherstrip- 
ping, nails and installation instruc- 
tions packaged in a re-usable, clear 
plastic container. Each container holds 
complete equipment for one door and 
the only tools required are a hammer 
and pair of household scissors. Master 
Metal Strip Service, Inc., Dept. AL, 
1720 N. Kilbourn Ave., Chicago 39, Ill. 


For more data circle Ne. 4 on coupon, p. 84 


Pneumatic Nailer 

Employing a new high velocity drive 
which literally shoots an 18-gauge 
fastener into the hardest woods, the 
new model PEL air-drive Spotnailer is 
now being used to reduce labor costs 
on many construction operations, ac- 
cording to the manufacturer. The new 
air gun drives a wide variety of 
fasteners, each suited to specific jobs. 
Spotnails, Inc., Dept. AL, 1527 Lyons 
St., Evanston 20, Ill. 


For more data circle No. 5 on coupon, p. 64 


Laminate Cement 

An improved, pressure-sensitive 
laminate cement has been announced. 
With it, the manufacturer says, any 
home craftsman or fabricator can in- 
stall easily the laminate of his choice. 
Hako No. 800 is said to make a bond 
that will be water-proof, heat resist- 
ant, and that will increase in strength 
with age. May be used for both 
vertical and horizontal surface appli- 
cations. Hachmeister-Inc., Dept. AL, 
P. O. Box 357, Pittsburgh 30, Pa. 


For more data circle No. 6 on coupon, p. 84 
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Sliding Door Pull 

An all new type of by-passing door 
pull for wardrobes and cabinets has 
been announced. Easy to install, it is 
mounted directly on the door’s sur- 
face with two bolts through the door 
from the inside, eliminating the mor- 
tising operation. Durable anodized 
aluminum assures excellent service. 
Available in a variety of smart fin- 
ishes. Sterling Hardware Mfg. Co., 
Dept. AL, 2345 W. Nelson St., Chicago 
18, Ill. 


For more data cirele No. 7 on coupon, p. 84 


Steel Mortar Board 

An all steel, one-piece combination 
mortar board and stand for light and 
heavy construction has been an- 
nounced. Special design allows the 
Porta-Board to be folded to 4x28x30” 
for storage and use coming out of the 
excavation or on a stepped scaffold. 
For ordinary use the 28x30 top stands 
17” off the ground. The unit can be 
converted from folded to unfolded in 
a matter of seconds, the maker states. 
Unfolded, legs are locked and a handle 
is provided. Waco Equipment Div., 
Crenshaw Supply Co., Dept. AL, 724 
Blvd., N. E., Atlanta, Ga. 


For more data circle No. 8 on coupon, p. 84 


Tool Merchandiser 

New merchandiser, U-1136, for tool 
display is sturdily constructed of 
light-weight steel, painted orange. 
Three B&D tools, U-3%” Utility drill, 
No. 44 Orbital sander and the 6” 
heavy-duty circular saw, are featured 
in compact arrangement, yet open de- 
sign of display is invitation for cus- 
tomers to handle the tools. An easily 
replaced card at the top can be 
changed to stress different promo- 
tional or seasonal themes. The Black 
& Decker Mfg. Co., Dept. AL, Towson 
4, Md. 

For more data circle No. 9 on coupon, p. 84 
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Dealer Fred W. Thompson, Louisville, now 
turning out 2 pattern-cut homes a week, 


*.. Alfol Insulation is made 
for our pattern-cutting operation!” 


Fred W. Thompson, resourceful young 
Louisville dealer, entered the pattern- 
cut home field in 1954. The operation 
was begun as a sideline to his retail 
and builder supply business. This 
year, Thompson's busy Kenwood Lum 
ber Company shop is cutting homes 
at the rate of 2 units a week! 


Included in his competition-defying 
“package” is Borg-Warner's Alfol Re 
flective Insulation. 


“Production-wise,” writes Mr. Thomp 
son, “our low prices depend on such 
factors as handling savings, etc. Alfol 
is made for our operation toss 2 
rolls on an outgoing truck and the job 
is done!” 


From a selling viewpoint, Thompson 
is equally enthusiastic. Having sold 
Alfol over the counter, he knows that 
builders favor its application ease; 
home owners like its thorough-going 
efficiency. 

The illustration in the right hand col 
umn shows the components of the re 
markably effective Alfol Blanket. And 
the aluminum foil sheets, reflecting 


109-55 


95% of all radiant heat, are self-spac- 
ing! 

Put up in handy 500 ft. rolls, Alfol is 
a dealer insulation. Its compactness 
means more profit, less trouble . 
and better insulation value for 
customer! 


the 


(1) kraft-duplex 
backing 
(2) foil layers 


(3) reflective 
air spaces 


Write for details. With 
a big new dealer program 
just swinging into gear, 
now is the time to investi 

Write in to 
data 


gate Alfol 
day. Full 


free sales kit 


plus a 
will be 
forwarded without obliga 


tion 


REFLECTAL CORPORATION 

A subsidiary of Borg-Warner Corp. 

310 South Michigan Ave., Suite 2846 
Chicago 4, Il. 
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and Fixtures 


WITH A MINIMUM 
OF SPACE 
AND INVESTMENT 





apo i YOURSELF 


K-1 MERCHANDISER 
By TURNBUCKLES, INC. 


It's designed to build impulse sales, 
and its self-service features make it a 
tore within a store. It's rigidly made, 
attractively lithographed in two colors 
and takes only 24” x 20” of floor space 
Perforated Board is conveniently stored 
in bock of display face and open stock 
Fixtures are stored on shelves in back 
Complete unit contains balanced stock 
of nine most popular Fixtures, four con 
venient sizes of Board, four kits of as- 
sorted Fixtures and descriptive hand- 
out folders 


YOUR COST $76.68 
YOUR PROFIT $38.97 


Order from your jobber 
over 125 different 





t * ~ perforated board fixtures 


7 available 














Trcinbuchlas, Sao. 


BOX 333, MICHIGAN CITY, INDIANA 


FACTORY: GRAND BEACH. MICHIGAN 





TURNBUCKLES @ EYEGOLTS © BRIGHT WIRE GOODS 
PERFORATED BOARD AND FIXTURES 
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Flushmount 


A new patented securing device for 
attaching objects flush to any surface 
is a two-piece interlocking unit that 
permits invisible securing of objects 
of all weights flush to the surface. 
Secure hanging of only %” from sur- 
face is possible as each unit, one at- 
tached to surface and one to sup- 
ported object, are stamped out of No. 
16 gauge sheet steel of 7)” thickness 
and are cadmium plated. Flushmounts 
are produced in two sizes, 1 x 1” and 
1% x 1%”. Harvest House Mfg. Co., 
Dept. AL, 453 S. Robertson Blvd., 
Beverly Hills, Calif. 


For more data circle No. 10 on coupon, p. 84 





Hl 
Extra Long Doors 

Extra long flush doors, up to eight 
feet, are now available. Demand for 
this size door, the manufacturer 
states, comes mainly from housing 
projects using sliding flush doors for 
closet openings where no header above 
the door is necessary when the door 
reaches from floor to ceiling. Prices 
are said to be in line with all standard 
size doors. Young Door Co., Dept. 
AL, Novi, Mich. 


For more data cirele No. 11 on coupon, p. 11 


Homeshop Vises 


Two new homeshop vises, Nos. 
D33% and D63%, have been an- 
nounced. They have 3%” jaw widths; 
jaw openings of 4”; pipe capacity 
% to 1%” and each vise weighs 13 
pounds. D33% is equipped with 
knurled replaceable steel jaw faces. 
D63%2 has smooth faces to prevent 
marring of aluminum or other soft 
surfaces. An outstanding feature is 
said to be their 3-point Tri-grip perm- 
anent pipe jaws. The Columbian Vise 
& Mfg. Co., Dept. AL, Cleveland 4, 
Ohio. 


For more data circle No. 12 on coupon, p. 84 





Christmas Pack 

A new Christmas Pack merchan- 
diser for tape rules is ready for deal- 
ers. Emblazoned across the fold-up 
flap of the pack is a picture of Saint 
Nicholas and the gift suggestion. 
“Give a Carlson Steel Tape Rule.” 
Inset on the box cover with blades ex- 
tended are four Big Chief rules, two 
10 foot and two 12 foot models. Also 
on the carton is the line “Give a meas- 
ure they will treasure—buy CARL- 
SON.” Carlson & Sullivan, Inc., Dept. 
AL, 1617 So. Calif. Ave., Monrovia, 
Calif. 


For more data circle No. 13 on coupon, p. 84 








Cop-r-Gold Extrusions 


A new copper-gold color has been 
added to many shapes in a line of 
Chromedge extruded aluminum mold- 
ings designed for tables, counters, 
cabinets and various built-ins. Called 
Cop-r-Gold, the finish is produced by 
color-anodizing processes. The metal- 
lic hue becomes part of the metal sur- 
face and is said to be highly resistant 
to household soaps, detergents 
greases and waxes. The B & T Metals 
Co., Dept. AL, 425 West Town St., 
Columbus 16, Ohio. 


For more data circle No. 14 on coupon, p. 84 


Sliding Closet Unit 

The Amweld K. D. steel sliding 
closet unit is now available with top- 
hung doors. The new door eliminates 
the track on the floor and extruded 
aluminum top track and derail-proof 
nylon rollers assure quiet operation. 

angers are adjustable and a steel 
valance trim conceals hangers and 
track. The only tool needed for in- 
stalling is a screw driver; installa- 
tion time is ten minutes. Packed in 
one carton as standard 6-8” or king 
size, 8’. The American Welding & 
Mfg. Co., Dept. AL, Warren, Ohio. 


For mere data circle No. 15 on coupon, p. 84 
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Easier handing 
Supersharp Blades Cut Waste Motion 


Finest carbon steel blades are instantly 
replaceable. Push in new blade — old 
one slides out easily. Stock genuine 
Red Devil Blades for replacement. 


# CS-1 
carbide 
tipped 


IRVINGTON 11, NEW JERSEY, U.S.A 





Las" 


ay 
Cash in on DO-IT-YOURSELF with 
FANCY MOULDINGS and ORNAMENTS 


We offer a complete line of the fancy mouldings and 
ornaments the “do-it-yourself” trade is clamoring for, 
Your customers want to add the’ decorator” touch 
to their own furniture, shelves, etc. 


Write for 
Mustrated Catalog L-1 


pHi dings. 


192 LEXINGTON AVENUE, NEW YORK 16, N.Y 





Vy | 
Nterling. 
Casement Window 
Hardware 





NO. 61 CASEMENT OPERATOR 


Provides smooth, noiseless operation. —_ 
Wrought steel housing. Bronze spring holds 

slide shoe firmly against slide, prevents 

rattle. Crank inserts into bronze worm 144", 
eliminating wobble when window is opened 

or closed. When screen is in place, operator 
is concealed, Easy to install. Reversible, 


Sterling 


HARDWARE 


NO. 190 
EXTENSION HINGES 


@ Provide 4” of space 
through which outside 
of sash can be easily 
reached for cleaning. 

@ Give better ventila- 
tion. Wind is deflected 

7 into room from both 

sides of sash, 

—/ @ Support sash at cor- 


ners, prevent sagging. 








STERLING AUTOMATIC PULL-TITE CLOSERS 


NO. 165 
FOR CASEMENT WINDOWS 
AND CLOSET DOORS 


Overcemes warping of 
sash and resistance of 
tightly fitted weather- 
strip. Pull adjustable from 
4 Ibs, to 6 Ibs. Reversible, 
Easy to install. 











ALIFORNI 


SUGAR & WESTERN 
PINE AGENCY, INC. 


1 MONTGOMERY ST 
SAN FRANCISCO, CALIFORNIA 


we SUGAR PINE y PONDEROSA PINE % 
we WHITE FIR 


specifieations White Fir Mouldings 








Send us your / Kiln Dried Douglas and 


\ 
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. 155 
FOR CABINET DOORS 


Gentle push on door 
closes it firmly without 
rebound. Pull is 4 Ibs. 
Reversible. Easy to install. 


ee 


STERLING HARDWARE MFG. CO. 
Chicage 18, Illinois 


SEE OUR CATALOG IN SWEET'S: 
Architectural File © Light Construction File 


VISIT OUR DISPLAYS: Architects Samples Corporation, N.Y.C, 


(For more data on advertised products {ill in coupon on page 84) 














Behr-cat 109 
NEW PRODUCTS A new pressure-sensitive general 
purpose paper tape with quick-setting 
adhesive has been developed for in- 
dustrial use. Specifically designed to 
unroll easily, adhere readily to com- 
plex contours as well as flat, it is 
Counter Display thin, strong and will resist breaking 
Counter display now available shows off in use. No. 109 Behr-cat is said 
the many uses for Selek’s Satin Brass to have an adhesive strength of 35 
Finish furniture legs. Measuring ounces, tensile strength of 20 pounds 
17 x 18 x 7", the display has an actual per inch of width, elongation of 12% 
leg fastened in position to show to and withstands temperatures of 250 F. 


the best advantage. Walter E. Selck ; . ‘ 
; 96 Behr-Manning Div., Norton Co., Dept. 
< ( 0. 4 . 4 . : 
and Co., Dept. AL, 225 W. Hubbard AL, Troy, N. Y. 


St., Chicago 10, II. . 
For more data circle No. 16 on coupon, p. 84 For more data circle No. 21 on coupon, p. 64 
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Bath Accessories 
A new line of luxury bath accessor- 


New Hardware Design ies is available. All items with the 


A new hardware design for its alumi- 


num sliding glass doorframes is an- 
nounced by Miller Mfg. While main- 
taining the full grip feature, it allows 
increased grip space between handle 
and vent jamb when vent is in closed 
position. The lock stile has been 
strengthened to permit greater door 
heights and give more latitude in de- 
sign and installation. Frank B. Miller 
Mfg. Co., Ine., Dept. AL, 3216 Val- 


classic hand pattern come in polished 
brass, matte black and satin or 
polished chrome. Gold plate is avail- 
able on special order. Towel bars, 
wall mounted or counter soap dish, 
towel ring, robe hook and tissue 
holder matching drawer or door pulls 
are also available. Crafts-Metals Co., 
Dept. AL, 670 So. Coast Blvd., Laguna 
Beach, Calif. 


For more data circle No. 22 on coupon, p. 84 








halla Drive, Burbank, Calif. 


For mere data circle No. 17 on coupon, p. 84 


All-Angle Drill 


x A new All-Angle drill is said t 
“>= solve difficult drilling problems. Out- 
Shake Paint standing feature of the design is that 


Long available only from Canada, the chuck and handle adjust to var- 






Dri-Home Shake paint now is being drill angles, making it possible for the 
= Se) ~=manufactured in the U. 8., which will 5 — to oo: practically any pos 
ry, 75 facilitate faster, less costly delivery ltt ett “y | — e. The wea nay 
bh bbe throughout the nation. More builders og , MCE SWINGS in & SIU-Cogree 
nS and retailers will now be able, it ‘s r. are, has a spring lock to change 
ee path said, to feature the same oil-base prod- ¢ angles with flip of the thumb. Handle 


turns in 180-degree are at right aneles 
to the chuck movement and is held in 
position by adjusting screw. Storage 


uct for shingle, shake and rustic ex- 
teriors that has been used for factory- 


colored Dri-Home Cedar Shakes. ag * 
ge: Huntting-Merritt Shingle Corp. Dept. oor % ier wal Wares ene 

- ; ‘ it : ogul: -s d drills. 

— ee i> Gi caravell M.,. Semaeaee, P & C Hand Forged Tool Co., Dept. 
: AL, P. 0. Box 5926, Portland 22, Ore. 


For more data circle No. 23 on coupon, p. 84 
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Plastik-Fold Door 


A new type folding door called 
Plastik-fold is made of a virtually un- 
breakable flexo-rigid plastic material. 
There is no surface coating to chip or 
peel, requires no painting and can be 
damp cloth cleaned, it is claimed. The 
door, comprised of interlocking fold- 
ing panels, comes complete, ready to 
install, with extruded aluminum track, 
cornice panels, crystal grip handles. 
Reverso Products Co., Dept. AL, 1333 
39th St., Brooklyn 18, N. Y. 


Por more data circle No. 19 on coupon, p. 64 


Mobile Sprayer 


A new mobile type compressed air 
sprayer called the 
Sprayer has been announced. The four 





One-Coat Finish 

New liquid Raw-Hide 2 In 1 Finish 
combines stain and oil solids to color- 
restore, seal and weatherproof old ex- 
terior Redwood surfaces with a single 
coat that lasts for years. Completely 
free of resin and resinous acids, it can- 
not crack or peel with age. Any wood 
resembles richly oiled Redwood when 
protected with new Liquid Raw-Hide 
2 In 1 Finish and it stains, seals and 
weatherproofs new raw redwood with 
only two coats; three coats give maxi- 
mum gloss and durability. Linseed Oil 
Products Corp., Dept, AL, 1107 §. 
Fremont Ave., Alhambra, Calif. 


For more data circle No, 24 on coupon, p. 84 


Dryer-Vent 


A new clothes dryer ventilator fea- 
tures all aluminum 
prevent rusting or streaking of house 





gallon sprayer with three nozzle boom 
is said to be ideal for applying weed 
killer, insecticide and fertilizers to 
lawns and gardens. Mounted on rub- 
ber tired wheels, the unit is pulled by 
a golf cart type curved aluminum 
handle. Universal Metal Products Co., Building Products Div., Air Control 
Div., Air Control Products, Inc., Dept. Products, Inc., Dept. AL, Coopersville, 
AL, Saranac, Mich. Mich. 


For more data cirele No. 20 on coupon, p. 84 


siding. A hood conceals a floating 
damper which retards back drafts. 
Available in three and four inch pipe 
diameters, each uses a 12-inch pipe 
length adequate to go through all 
standard walls and foundations. Leigh 





For more data circle No. 25 on coupon, p. 84 
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HORIZONTAL 
SLIDING 
WINDOWS 


Double Slide ¢ Scen-A-Slide 





Features: 
e Complete package—glazed and 
screened 
Both sash operate 
Both sash removable 
Intergral nailing fin 
Minimum installation costs 
improvements: 
e Full width Vinyl Weather- 
stripping 
¢ Extra deep Jamb section 
e Sweep Lock 
¢ Double Sill 
Sizes: two to nine feet wide 
two to four feet high 


QUALITY ...in a Horizontal Slide 


Metal Arts 


MANUFACTURING COMPANY 
P.0.Box 4144, Atianta, Georgia 


r \ 









































BETTER SERVICE BETTER QUALITY 


DIRECT VAN DELIVERY 
(Within 600 mile radius) 
Coast-to-Coast Rail Shipment 


P.S. Here is beautiful top-quality 
flooring that is manufactured from 
genuine Ozark Mountain Oak. 
End-matched, NOFMA graded and 
carefully seasoned makes Padgett-Smith 
Oak Flooring easy to sell at a nice profit 
for you. It will pay you to investigate. 


Representatives in most states. Write or phone for particulars. 


Paocerr- Omit FLOORING COMPANY wevvicin view. mo 


BuILpING Propucts MERCHANDISER (For more data on advertised products fill in coupon on page 84) 














































: (Here's the one that 


vcr ee 
puTTY 


powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
OT SHRINK SELLS BETTER because 
it WORKS BETTER. 











Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 

ear.” What's more, 

urham’s Rock- 
Hard Water Putty 
ives you by far the 

st aes tore gr on 
any product of this 
nature, Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham's Rock-Hard 
Water Putty » Ae not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel Rye or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely, So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 
ndustrial users. Order from your jobber. 


The PLASTIC Repair Material 














in POWDER Form 





For BEAUTY of GRAIN 
For HIGHEST QUALITY 
And Lowest Cost—Select 





12 Convenient 
Warehouses 
MICH. IND. TEXAS CALIF. MO. 


BIRCH 
FIR 
GUM 


WIRE — PHONE — WRITE 


BRAUND PLYWOODS INC. 


314 Wabeek Bidg. 
Birmingham, Michigan 


Midwest 4-3450 
TWX 3500 
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New Residential Insulation 

A new Fiberglas foil-enclosed resi- 
dential building insulation has been 
developed by Owens-Corning Fiber- 
glas with the cooperative assistance 
of the Aluminum Company of Amer- 
ica. The new insulation is said to com- 
bine the stable year-round insulating 
efficiency of Fiberglas with the added 
summer reflective characteristics of 
aluminum foil. It is produced in both 
roll and batt blankets in widths of 15”, 
19” and 23” and thicknesses of two 
and three inches. Depending upon 
the width and thickness, roll blankets 
are in lengths up to 60’ while all batt 
blankets are four feet long. Owens- 
Corning Fiberglas Corp., Dept. AL, 
National Bank Bldg., Toledo 1, Ohio. 


For more data cirete No. 26 on coupon, p. 84 


Improved No-Rot 

n improved type of No-Rot rein- 
forcing fabric for use with roof coat- 
ing is made with a substantially wider 
weave than was previously used. This 
is said to facilitate its use in economi- 
cal one coat roof repair jobs. No-Rot 
can be laid right on the old roof now, 
unlike roofing cloth which must be 
applied over roof cement or coating. 
According to the maker another ad- 
vantage is its increased weight and 
body which makes it lie flat without 
bagginess or rippling; eliminates 
wrinkling during application and pre- 
vents its floating in the roof coating. 


page 76. 


What is Alfol? 


shore Lumber? 









mail promotion program? 





What's Your Answer? 


: Test your product knowledge and your degree of reading reten- 
tion with the quiz below. Questions cover both editorial features 
and the manufacturers’ advertising in this issue. For answers, see 


What's Your Score? 9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 
1, What is the new name of the Pack River Sales Co.? 
2. Are customers for Sweat Equity homes a good credit risk? 
3. Who uses the advertising slogan “Don’t Bury Your Capital!’”? 
4. What is the advantage of machine bookkeeping control? 
5 


6. What is the “overcoat” on a storage rack developed by East- 


7. Who offers you a Handyman Payment Plan for your store so 
customers may buy power tools with only 10% down—and without 
your having to extend credit or handle bookkeeping? 


8 What are three outstanding features of the American 
Lumberman island unit described in this issue? 


9. Who manufactures Maticork? 


10. According to New York dealer Genesee Valley Bldg. Service, 
how much did his sales volume pick up as the result of his direct 


August 22, 


















The Monroe Company, Inc., Dept. AL, 
10703 Quebec Ave., Cleveland, Ohio. 


For more data circle No. 27 on coupon, p. 84 





Stacking Awning Unit 

Designed to stack one on the other 
or side by side, are new awning units 
that can form any combination of 
fixed and ventilating sash required. 
Group arrangements form block-shape 
and irregular glass wall areas. Oper- 
ating sash are available in six differ- 
ent sizes, fixed sash in three sizes. 
Aluminum screens are permanently 
installed in every operating unit, and 
units are completely assembled with 
hardware installed at the factory. The 
Silerest Co., Dept. AL, 100 Thomas 
St., Wausau, Wis. 


For more data circle No. 28 on coupon, p. 84 
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REDUCE delivery costs 


ROLL-OFF \ 


} 


Complicte 
Beds Shipped 
KD. Easy 
Assembly & 


Mounting 


Unioad a Load 
or Half Load at a Time 


The R=B Company 


1921 Guinotte, Kansas City 20, Mo. ] 


ee comes oe — —_ 


Write, wire, phone for 


Catalog dnd Prices 





susiness, PAYS OFF’ 


Your Winslow representative can call on you, at your convenience, and ve, 
with "details and facts'’, how you can set up a profitable Winslow Ready-Mix 
plant at a reasonable overall investment. 


Here are some 
typical dealer 
reports... 


“our Binanbatch in- 
vestment paid for it- 
self in approximately 
one year”... “dig 
increase in tie-in sales 
since handling Ready- 
Mix in our yard”... 
“we get additional bus- 
iness in our area be- 
cause we sell Ready- 
Mix.” Take advantage 
of the Binanbatch 
Ready-Mix profits . . . 
have our representa- 
tive prove to you a 
minimum investment 
puts you in the Ready- 
Mix business. 


Send coupon for 


complete details. Actual 
tion at 


Ohio 


WINSLOW SCALE CO. 
P. ©. Box 1198, Terre Haute, Ind. 
Please send Information on Bin for Ready-Mix 


otograph, Ready-Mix  instaiia- 
uston Lumber Company—at Carey, 





Name 
Address 
City 
State 

















ASK YOUR WHOLESALER 





KILN DRIED 


YELLOW PINE 


GRADE MARKED—DOUBLE END 
TRIMMED 


ONeHiNMmulelilhiclai ails Mmellemelettiule 


PN GORE alelolaiile 
etc 


IB 
w. M. McGOWIN 


LUMBER COMPANY 
; Pine Apple, Alabama 


Siding Boards 

















A beautiful Pine Door 

combined with self-storing 
Aluminum Sash and Screens. 

A Screen Door or Storm Door 
simply by raising or lowering 
the Sash. Sash and Screens 
easily removable. Full length 
Screen Door for the hot summer 
months if you wish. 


For further particulars ask 
your Sash and Door Distributor 
or write — 


THE COMBINATION DOOR CO. FOND DU LAC, wis. 
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eM, Lumber Dealer 


HOPMASTER 


CAN NOW BE SOLD BY YOU ON THE 


SELL 


Sell This \ mpmaster Basic 


\ Power Tool Workshop 
Sean) Ae 


Look at the features on this 


" 
. 


\\ 
— 


nN 


A \-al 
Le 


4 
‘ yt 


Shopmaster Saw-Jointer Combination 


@ Ready to plug in and operate 
@ Comes complete with 2 HP motor 
@ Big husky 8” tilting arbor saw with 2'2” depth capacity, 


13”x16” table size, mitre gauge and rip fence 
ij j @ Rugged 4” jointer-planer with %” cut, 4”x26” table and 
Just plug itn flexible guard 
switch end eperete 
—— @ All steel stand is 26” deep, %" long and 36” high 


@ Handy switch is conveniently located in front 
@ Both tools have sealed-for-life ball bearings 


@ Saw-jointer combination, stand and motor sell for only 
$174.50 


It’s America’s Greatest Power Tool Value 


This Ad in Leading Handyman Publications 
Will Be Paving the Way for Your Big Profits 








| A Handyman Payment Plan: 


POWER T00L3 


Here’s important news to every power tool dealer 
in the United States: 


With installment-buying accepted as an American 
N E E way of purchasing larger merchandise, Shopmaster 
D now makes available to its dealers the time payment 


service of the General Electric Credit Corporation— 
one of the largest and most progressive financial in- 
stitutions in the United States. 

Here are the quick facts: 


@ Customers need pay only 10% down. 

@ Small monthly payments can be extended up to 18 
months. 

@ Dealer gets payment for power tools within few days 
of purchase. 

@ Dealers need not extend credit, handle bookkeeping, 
send statements or worry about collections. 

@ Handy forms are furnished Shopmaster dealers by 
GECC. 

@ Customers send payments directly to GECC. 

@ GECC payment plan applies on all Shopmaster Power 
Tool purchases totalling $150 or more. 


@ Local GECC office in 120 cities service local Shop- 
master dealers. 


Send Coupon Today for 
Handyman Payment Plan 


Program for Your Store 


For full details on how you too can 
take advantage of this terrific new 
sales-building plan, send the 
coupon rush to Shopmaster A rep- 
resentative will contact you with 
complete information. 


SET UP COMPLETE POWER 
TOOL DEPARTMENT WITH NEW 


7 SHOPMASTER $27.35, ""34 Sec "4 oe 
SHOPMASTER II jriere cond Wet dees on, aepmeeirh sw Santen 


Payment Pian for my store. 





Displey in 3' x 5’ Space ] Please send details on Shopmaster display. 


Now you can use a small 


Name of Store 
corner or section of your store 





and add a power tool depart ; Address 
ment. Each square foot brings 

$30 in retail sales. Ruggedly City 
constructed, yet light in weight 





State 








Regardless of Environment 


MAN 
MUST HAVE 


food, clothing and shelter— 


SHELTER! that's where 
YOU come in. 


PEYTON has reduced to over 

ONE HALF his price of the 
Ten Lesson Training Course, 
covering the entire field of 


ROOFING, SIDING & INSULATION! 


(Completely revised March 1955) 


Since 1946 — for the first time 
you may now have any individ- 
ual lesson so low in price that 


you'll be agreeably SURPRISED! 


Now-——Send One Dollar for Les- 
son One so you may learn the 
possibilities in this VERY NECES- 
SARY, EVER INCREASING BUSI- 
NESS. 


Or, simply send a postal card request 
for FREE information 


ROY J. PEYTON, Sr. 


Station A —— P.O. Box 146 
Evansville 11, Indiana 














HIT THE TARGET 
this FALL..... 


You can with all the practical 
ammunition in the big... . 


FALL and WINTER 


Merchandising Issue 


It's a step-by-step program that includes: 


@ a new sales planner and calendar that 
can be used for the next four months, 


@ new ideas on attracting customers 


suggestions for store display with a 
fall appeal 


@ employe incentive plan for fall selling 


@ « run-down on the best improvement 
packages to promote 


It's All in the 
SEPTEMBER 5 Issue 


(For more data on advertised products fill in coupon om page 84) 





, as 5 
ae a 


io s : 





Giant Triangle Ventilator 

The addition of a new 4-12 pitch 
Giant Triangle Ventilator to its line is 
announced by Leigh Building Products 
Div. The new ventilator, available in 
six, eight and ten-foot widths, fea- 
tures wider louvers to blend with 
broad siding. Front edges are rolled 
for massive appearance. Free areas 
on the units range from 114 square 
inches on the six-foot model, and 247 
square inches on the eight, to 417 
square inches on the ten-foot ventila- 
tors. Built of either aluminum or 
galvanized steel, the new 4-12 is three 
inches in depth. Leigh Building Prod- 
ucts Div., Air Control Products, Inc., 
Dept. AL, Coopersville, Mich. 


For more data cirele No. 29 on coupon, p. 84 


Glass Block Window 


The new Ualco aluminum glass 
block window is designed to provide 
ventilating openings for 6”, 8” and 
12” glass Block walls. The Ualco glass 
plock wall can be used in ribbons or 
signly. It has frame head and sill sec- 
tions continuous over entire opening 
up to a maximum of 12’. Frame head 
sections support entire weight of glass 
blocks, eliminate need for lintel. The 
Ualco aluminum glass block window 
has continuous two-contact weather- 
ing. Available with either project-in 
or project-out vents. Southern Sash 
Sales & Supply Co., Dept. AL, 818 
['wentieth St., Sheffield, Ala. 


For more data circle No. 30 on coupon, p. 84 


Transparent Cabinets 


Work bench cabinets with steel 
frames have crygtal-clear plastic 
drawers for filing small parts, tools, 
bolts, nails and other items. Cabinets 
come in several sizes in gray or light 
green hammertone finish. Two re- 
movable dividers separate drawers 
into three sections. Drawers have anti- 
spill safety catches. Ben Gilbert Co., 
Dept. AL, 5 Crossman Place, Hunting- 
ton, N. Y. 


For more data circle No. 31 on coupon, p. 84 
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Regal Radiant 


Latest addition to the Regal lock 
line is Regal Radiant, a solid brass 
lock with a star escutcheon. Avail- 
able with pin or dise tumbler cylinder 
and deadlocking or spring latch, the 
Radiant design tie bolt key-in-knob 
set has a 5” backset and a cast 
escutcheon 74%” wide and 10” high. 
Installation requires only a 1-5/8” 
hole through the door and the lock 
can be on either a right or left hand 
door without disassembly. Dexter 
Lock Div., Dexter Industries, Inc., 
Dept. AL, Grand Rapids, Mich. 


For more data circle No. 32 on coupon, p. 84 





What's Your Answer? 


Questions on page 72. 


1. Pack River Tree Farm Products 
as announced in ad on page 6. 


2. Illinois dealers and financing 
companies find that people who un- 
dertake to build their own homes are 
excellent credit risks. See article on 
page 36 


3. Evans Products Co., whose ad 
appears on page 39. 


4. Indiana dealer Broadview Lum- 
ber Co. says, “At the end of each day 
we know everything is up to the min- 
ute, including a breakdown of sales— 
and that it is absolutely accurate.” 
See article page 42 


5. Aluminum Fil Insulation made 
by Reflectal Corp. See ad page 67. 


6. Canvas side covers controlled by 
pulleys on both sides of the eight 
shelf tree storage rack. Article is on 
page 48. 


7. Shopmaster whose ad appears 
on pages 74-75. 


8. Complete flexibility, unlimited 
utility and maximum visibility. See 
article beginning on page 53. 


9. Mastic Tile Corp. of America. 
See ad on back cover. 


10. From 8% to 10%. See article 
page 58. 
1955, 
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BARN POLES 


FOR ENDURING 

FARM CONSTRUCTION 
@ Quality Lodgepole Pine poles 
from our own timberlands are 
straight, strong, uniformly ta- 
pered. Treated poles (penta or 
creosote) can be included with 
mixed cars of treated or un- 
treated lumber. 


Write for information. 


GARAGE 


DOOR SETS 


with 
5 Winning Features! 


@ OFFSET TRACK! 

@ GRADUATED HINGES! 

@ ELECTRO-GALVANIZED FINISH! 

@ All STANDARD SINGLE & 2-CAR 
SIZES! 

@ AMAZING LOW PRICE! 

“WEDGE-RITE” offers you superior 

quality, premium features and sensa- 

tionally low prices. 

There's a “WEDGE-RITE” set for every 





need; single car sizes from 8'x6'6" to 
9x7’; 2-car sizes from 14’x7’ to 16'x7’; 
and commercial sizes from 9x?’ to 


20’x12' ... for doors 1%” or 1%" thick. 





J.NEILS 


LUMBER COMPANY 


MILL AND TREATING PLANT 
LIBBY, MONTANA 


DOOR SECTIONS! Truck load or carload 
lots in stock sizes. Kiln-dried, Douglas 
fir, dowel construction. Lowest prices! 


™ DOR-SET 
= CORP 
1641 N Olden Avenue. Ext... Trenton 8.'N. J 


WRITE FOR 
FULL INFORMATION 
AND PRICES! 








more and more dealers are saying 


“Let’s handle 


GRIFFIN’ 


Cat 
2R240 
Wrought 
Steel 
Butts 


‘San Ue 


Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Forest 
Management Plan without depletion. 


Also in 
Square 
Corners 


“The dependable line of hinges to 
handle”. . . that’s the trade’s way of 
saying “We like to sell Griffin prod- 
ucts.” Order from our full line of 
wrought steel butts — plus a com 
plete line of shelf hardware—in the 
selections you know your customers 
want 


GRIFFIN 


“since 1899” 
MANUFACTURING CO. 


HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 








NEW VISIPAKS—~ 
Order by the carton 
of individual 

carded items, 


MENOMINEE INDIAN 


Neopit, Wisconsin 


MILLS 


Air-dried QUALITY LUMBER Kiln-dried 





ERIE, PA. 


BuILp! Propucts MERCHANDISER (For more data on advertised products fill in coupon on page 84) 





ENEW4 SALES AIDS 


Sisal Rope Display 


A new merchandiser display stand 
gives dealers a complete sisal rope 
department in less than two square 
feet of floor space. Patented Sisal- 
seller reel arrangement makes it pos- 
sible to sell full lengths of 50’, 100’, 
150’, 200’, or cut pieces of any length 
from the same stand. Contains most 
popular sizes for home and farm use, 
%”, 5/16”, %” and %” diameter. 
American Sisalkraft Corp., Dept. AL, 
Attleboro, Mass. 


For more data circle No. 343 on coupen, p. 84 


Gift Promotion Display 


A new fall Do-it-yourself gift pro- 
gram for Thor SpeedTool dealers 
features a three-color Da-Glo counter 
display to highlight Gift Assortment 
No. 40. The display pictures a %” 
SpeedDrill kit, a %” SpeedDrill and 
a %” SpeedDrill saw attachment. It 
also includes an actual drill kit opened 
for inspection; a pocket for literature 
and changeable signs for various pro- 
motions. Displays, window streamers, 
instruction booklets, literature and 


SpeedTool catalog are available. Thor 
Power Tool Co., Dept. AL, 175 N. 
State St., Aurora, II. 


For more data circle No. 35 on coupen, p. 84 


Hudson Display 


A new sales-maker display is de- 
scribed as a complete sprayer and 
duster department in a diameter of 
only three feet. Showing one of each 
of the most popular Hudson sprayers 
and dusters, the stand is offered at no 
extra cost with a carton of the spray- 
ers and dusters it displays. Made of 
metal, the rugged stand is mounted on 
casters for moving in the store or out- 
side. H. D. Hudson Mfg. Co., Dept. 
AL, 589 E. Illinois St., Chicago 11, Tl. 


Vor more data circle No. 34 on coupon, p. 84 


Rainbow Twine Display 

A big, new, colorful display contain- 
ing three dozen, 175 foot balls of Jute 
twine in assorted pastel rainbow col- 
ors is available. John H. Graham & 
Co., Inc., Dept. AL, 105 Duane St., 
New York 8, N. Y. 


For more data circle No. 36 on coupon, p. 84 

















PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
rode Mert High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kiins 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 




















Manufacturers and Distributors 


of 
TWIN HARBORS [REO 
Douglas Fir, Hemiock, Cedar, 
Pine, White Spruce 
LUMBER COMPANY AND SHINGLES 
INCORPORATED 1921 Each office of Twin Harbors is 


geared to provide fast, experienced 
ABERDEEN, WASHINGTON 


and complete information regarding 


placement of your order 


BRANCH OFFICES 


Portland, Ore New York, MN. Y. 
Eureka, Calif Medford, Mass. 


(For more deta on advertised products fill in coupon om page 84) fins 22, 1955, AMERICAN LUMBERMAN AND 





Steel Razor Blades 


Red Devil Tools announces a new 
tuck of five quality steel razor blades. 
These single-edge blades will fit all 
Red Devil razor scrapers. Each blade 
is individually wrapped and shielded 
by a special cardboard guard. Red in 
color, the blades provide their own 
danger signal when the razor blade 
scraper is open. The colorful display 
card holds ten packages of blades, five 
blades to a package. Two display 
cards are packed to the box. Red 
Devil Tools, Dept. AL, 130 Coit St., 
Irvington 11, N. J. 


For more data circle No coupon, p, BF 


Color Guild System 


New Redi-Tint Color Guild System 
displays 300 of the most popular colors 
in a distinctly designed California 
Redwood color chip rack. Over 700 
color combinations are seen at a glance 
because the chips have been specially 
positioned by color consultants. Adel- 
phi Redi-Tint Color Guild System 
offers a choice of exterior or interior 
paints in all finishes, in the latest base 
materials modern paint technology has 
developed. Adelphi Paint & Color 
Works, Inc., Dept. AL, 86-00 Dumont 
Ave., Ozone Park 17, N. Y 


Fer more data circle No. 38 on coupon, p. 84 


Tailored Kitchen Cabinets 


A new line of built-in ovens and 
surface units designed expressly to 
house ovens and ranges of America’s 
leading appliance manufacturers, has 
been announced by Capitol Kitchens. 
Complying with the trend for con- 
formity between kitchen cabinets and 
appliances, cabinets are tailored to 
exact specifications of the appliance 
firms. The move is in line with demand 
for kitchens in the complete range of 
House & Garden colors, color-flecked 
finishes and white. Hubeny Brothers, 
Inc., Dept. AL, 615 East First Ave., 
Roselle, N. J. 


For more data circle No. 39 on coupon, p. 44 


BUILDING PropucTs MERCHANDISER 











How Small Lumber Yard Saves 


with a Sherman Fork Lift 


They’re not the biggest in town . . . but progressive Kuehnle Lumber 
Co., Toledo, Ohio, profits with mechanized material handling. Says 
Mr. Bernard Kuehnle: “I don’t care what size your yard is, you'll 
save time handling materials with a Sherman Fork Lift!” 


Among his savings: (1) All bulk materials are handled on pallets, 
in economical large-unit “packages.” (2) Many of these are wrapped 
in paper for inexpensive outside storage. (3) Carloads of lumber are 
now moved in hours . . . it used to take weeks. Heavy loads of shingles, 
lumber and other materials are quickly and easily handled. (4) Inven- 
tory control is easy with “large unit storage.” (5) Experienced yard 
help is promoted to inside selling, with the Sherman Fork Lift more 
than replacing them in the yard. 


The Sherman Fork Lift hoists 4,000 pounds as high as 10 feet. It 
has traction for any ground, in any weather. It’s safe, rugged, eco- 
nomical, easy to operate . . . and sold and serviced locally. Ask your 
Ford Tractor Dealer for a demonstration on your job, or write for 


free Bulletin No. 1119. 


*anutactured Exclusively for 


, Sherman Products, inc., 
by K-D Mfg. Co. 
PRODUCTS, INC, ra 
ROYAL OAK, MICHIGAN - 
POWER DIGGERS + FRONT END LOADERS + FORK LIFTS* 
; ® 


(For more data on advertised products fill in coupon on page 84) 





® 1955, Sherman Products, inc. 


ENEW? EQUIPMENT 


Planer Chain 


A new improved double cutte 
planer chain is guaranteed to cut 
freer, cleaner and faster, according 
to its maker. Described as the only 
kind that cuts with true, low-friction, 
planing action ,it eliminates the main 
cause of chain breakage in hard or 
frozen woods it is claimed. Reported 
secret of the new chain’s extra 
strength is the exclusive double cutter 
design. Mall Tool Co., Dept. AL, 7725 
& South Chicago Ave., Chicago 19, "Il. 


For more data circle No. 40 on coupon, p. 84 


‘ 


Anchorite Wall Plugs 


A new wall plug is said to eliminate 
the problem of “hard to mount” sur- 
faces. Whether in hard to drill mas- 
onry or hollow walls, Anchorite wall 
plugs are called the ideal answer to 
every fixture installation problem. 
Easy to install, Anchorites are pop- 
ular for hanging bath room fixtures, 
pictures, mirrors, shelves, blinds and 
drapery hardware and other indoor 
applications as well as such outdoor 
uses as hanging mail boxes, house 
numbers, name plates and signs, Wall 
Plugs, Inc., Dept. AL, 1216 W. 79th 
St., Chicago 20, Ill. 


Por more data cirele No. 41 on coupon, p. 84 


Paint Roller Guard 


Rol-Gard, a paint roller guard, is 
built of aluminum, is said to insure 
uniform paint distribution. The guard 
is available in two sizes—seven inches 
and nine inches. Easy to attach, it 
erevenns spatter and spray. Michatel 
Matsakas Products, Dept. AL, 4416 
Broadway, Chicago 40, Ill. 


For more data circle Ne. 42 on coupon, p. 64 


80 


Nightlatch Promotion 


A new install-it-yourself nightlatch 
package is designed to help dealers 
sell more night latches directly to 
homeowners. Main feature of the pro- 
motion is a unique hand-powered bor- 
ing tool which enables the homeowner 
to Lore for the cylinder. Tool is loaned 
on a two dollar deposit. Complete 
package includes display unit, stock of 
five nightlatches of each style dis- 
played and two boring tools. Inde- 
peneent Lock Co., Dept. AL, Fitch- 
surg, Mass. 


For more data circle No. 43 on coupon, p. 84 


bt 


Craftboard Carrier 


A new useful merchandising item 
is a ecraftboard cartop carrier. De- 
signed as a give away, or to sell at 
a low price, it will carry large and 
small panels of plywood as well as 
allow a hobbyist to pick up other kinds 
of lumber and haul it on top of his 
car without damage. Imprinted “Fir 
Plywood,” dealer imprints on stickers 
are shipped separately for applying 
at the store. Flat craftboard is rre- 
creased for easy folding and push- 
out sections of the unit hold it in 
shape. Douglas Fir Plywood Associa- 
tion, Dept. AL, 1119 A St., Tacoma 2, 
Wash. 

For more data circle No. 44 on coupon, p. 84 


New Truck Models 


Three new cab-over-engine truck 
models, said to be designed for better 
load distribution and easier maneuver- 
ability, are known as series CO-180. 
They are equipped with the cab, frame 
and front axle of the CO-190, powered 
by the 137 hp International Black Dia- 
mond 282 engine. Transmission is five- 
speed; rear axle is the R-180 single- 
reduction; brakes are hydraulic. The 
CO-180 has gross vehicle weight rat- 
ing of 17,000 pounds; the CO-181, 
GVW rating of 19,000 and the CO-182 
GVW rating of 21,000 pounds. They 
are available in 99, 111, 123, 135 or 
153” wheelbase. International Harves- 
ter Co., Dept. AL, 180 N. Michigan 
Ave., Chicago 1, Ill. 


For more data circle No. 45 on coupon, p. 84 





SALES AIDS 


(begins on page 78) 





Merchandising Cabinet 


A display and merchandising cabi- 
net for Screw-Mate combination drill- 
countersinks, drill-counterbores and 
plug-cutters has stair-type plastic 
racks that show each tool in all its 
sizes. An eye-catching chart provides 
know-how, show-how facts and dia- 
grams in color. Two smaller merchan- 
disers double as storage facilities for 
home or shop tool-cabinets and work- 
benches. Stanley Tools Div., The Stan- 
ley Works, Dept. AL, 111 Elm St., 
New Britain, Conn. 


For more data circle No. 46 on coupon, p. 84 


Insulite Counter Display 


A colorful new all-metal counter 
display holds 16 large samples of In- 
sulite building products, in 10x17” 
counter space or can be mounted on 
wall. A black base with white letter- 
ing and four-color metal back card fea- 
tures the basic tools of the building 
trade. Included in the display are 
samples of Bildrite sheathing, shingle- 
backer, Graylite sheathing, primed 
Graylite, Durolite plank, Lusterlite 
and Fiberlite tileboard, interior boards 
and Insulite hardboards. Minnesota 
and Ontario Paper Co., Dept. AL, 500 
Investors Bldg., Minneapolis 2, Minn. 


For more data circle Ne. 47 on coupon, p. 84 
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LITERATURE 


Bath enclosure brochure describes 
the Daycor fiberglass sliding-door line, 
and illustrates how the integral colors 
of fiberglass add a bright note to 
modern bathrooms. The folder also 
shows how the translucent qualities 
of Daycor solve privacy needs of the 
family bath. Featuring a special fold, 
the brochure easily fits regular bill 
ing envelope for use as stuffer; un- 
folded, it is a standard 8%x1l page 
suitable for counter catalog binder. 
Strick Plastics Corp., Dept. AL, 31-06, 
38th Ave., Long Island City 1, N. Y. 


For more data circle No. 48 on coupon, p. 84 


Kitchen-aire Fans and Hoods, de 
scribed in a new folder KA-4, are 
called “America’s finest home ventila- 
tion, single vent, multiple vent, wall 
and roof models.” The new Kitchen- 
aire range hoods come in six finishes. 
The manufacturer claims it is the 
“only hood that has a full top for 
cabinet protection and at the same 
time incorporates a separate remov- 
able baffle plate for safe even distri- 
bution of the air pull.” Stewart In 
dustries Inc., Dept. AL, Indianapolis 
2, Ind, 


For more data circle No. 49 on coupon, p. 84 


ery Y. Eiae) 
Combination Aluminum 
CORNICE OR 
edit ey Vale). | 
VENTILATORS 


and available 


NOW: | 


MODEL C416— (right) 


4x16" with aluminum 


For better ventilation in the cornice, or 
above the foundation in the siding, you'll 
find these attractive new LO-MAN-CO 














invited 


FOR FOUNDATION 





Colonel Logan Ornamental Iron is a 
leaflet describing a promotion package 
available to dealers. Package consists 
of display stand, outdoor sign, counter 
card, Good Housekeeping card, sales 
manual, catalogs, price lists, envelope 
stuffers, contractor circulars and news 
mats. Logan Co., Dept. AL, Louis 
ville 6, Ky. 


For more data circle No. 50 on coupen, p. 84 


Modernaire awning type convertible 
wood windows with unique Magic Link 
operator release are the subject of a 
new four-page brochure. According 
to the manufacturer, Magic Link 
makes it the easiest window to clean. 
Complete size, installation and acces 
sory information are given in the 
folder. Modernaire Corp., Dept. AL-B, 
8400 Kinsman Rd., Cleveland 4, Ohio. 


For more data circle No, 51 on coupon, p. 84 


Remodeling ideas, easy-to-do, are 
the subject of an illustrated booklet, 
prepared by Gold Seal’s Home Plan- 
ning division for consumer use. Color 
combinations, detailed floor plans, 
listings of furniture and accessories 
are given. New ideas for basements, 
dining rooms and kitchens are in 
cluded. Congoleum-Nairn Inc., Dept. 





» faster 
Aluminum construction means no rust- 
ing, or replacement problems. 8 x 8 mesh 
insect screens meet all FHA require- 
ments, and they’re completely installed 

For attrative design H 
weather protection for economy you 
can't go wrong when you specify Lo.- 
MAN-CO combination ventilators. Ask 
your Jobber or write for complete informa- 
tion on the Louver Line of Ventilating 
Equipment today 





MODEL C816—(left) 
8x16" with aluminum 


and easier to install 


or efficiency and 





Jobber inquiries also 


LOUVER MFG. & SUPPLY CO. 


5807 W. 36th Street, Minneapolis 16, Minn. 





BUILDING Propucts MERCHANDISER 


IT SELLS 
on QUALITY! 


Choice timber, carefully manufactured and graded into 
first-quality flooring, gives you a flooring line in Mt. Vernon 
brand that is hard to beat. For years it has performed 
dependably—with no deterioration or loss of beauty—in 
any of three species. This reputation for quality will stand 
you in good stead, with customers and sales. Ask about 
NOFMA-certified Mt. Vernon brand flooring today. 


Also BAND SAWN HARDWOODS. Write or call— 


AL, 195 Belgrove Drive, Kearny, N. J. 
For more data circle No. 52 on coupen, p. 64 
Penn-Akron catalog is the first is- 
sued since the recent merger of Penn 
and Akron Hardware. The spiral 
bound, hard cover book contains 48 
pages of the combined, complete Penn- 
Akron line of locks and cabinet hard- 
ware. Penn-Akron Hardware Corp., 

Dept. AL, Woodside 77, New York. 


For more data circle Ne. 55 on coupen, p. 84 


The Signode Seal, Summer 1955 is- 
sue, is available. House organ of Sig 
node Steel, now in its 38th year of 
publication, it includes informative 
articles on export packaging, how 
power strapping equipment is used in 
Borneo and revolutionary develop- 
ments in packaging appliances at the 
Rheem Mfg. Co. Signode Steel Strap- 
ping Co., Dept. AL, 2600 N. Western 
Ave., Chicago 47, Ill. 


For more data circle No. 54 on coupon, p. 84 


Form Engineering Catalog No, 1955 
is available to the trade, The 60-page, 
liberally illustrated book is said to 
be one of the most comprehensive of 
its kind, showing the latest engineered 
products and proven methods of con- 
crete forming devices for both light 
and heavy construction. Williams 
Form Engineering Corp., Dept. AL, 
1501 Madison Ave., 8S. E., Grand 
Rapids 7, Mich. 

For more data circle No. 55 on coupon, p. 84 


(continued on page 84) 


SATISFYING © 
CUSTOMERS 


7 
f BEECH © PECAN \ 
& Hardwood Flooring rs 


a ag 





MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alaboema 


(For more data on advertised products fill in coupon om page 84) 




















Classified Advertising 


HELP WANTED 








Terms — Cash With Order 
Minimum Charge $5.00 
Rates: 
1 Tume —20c per word for each insertion. 
Minimum charge of $1.00 per line. 


2 Times — lSe per word for each consecutive 
insertion. Minimum charge of 75c 


per line. 
Add $1.50 insertion of blind ads bearing 
box cuuber. 
No agency commission or cash discount 


allowed. 

ee ase dee eee ee ook 
* ece e - 

cation. Ravectingmiats evo set in ikon 6 

ailow © es No cuts or special borders 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
yd or used, | tegular | line rate is charged. 

nm answering umbe mailing copy 
for ads address them et an netgg 


AMERICAN INC. 
139 NN. Chark St oe Chicage 2 ii. 





HELP WANTED 





WANTED: Division Superintendent for a group 


wanted for wholesale con- 
centration and distribu —y har 

operating own modern kilns. 
with percentage of profits for right man who 
must be capable of complete management. 
Write tull tions. Inte will be 
arranged. Replies confidential. Address Box 
F-46 ri Lumb Inc. 


WANTED 
Experienced man with retail yard experience. 
Kee vicity. Sia for advancement. Milwau- 
ity. State age | and salary oupones. 
Rddsoce Box G-26 








WANTED 
Man with retail yard and some ~~ ex- 


Bive LT, first letter. Address Box G- ro] 
American Lumbe In 


rman, ic. 











Wanted—Manager of retail lumber yard, smal] 
town in Central Illinois. AR and commis- 
pen. Address Box F-47 American L 
nc. 





SITUATIONS WANTED 





of retail lumber yards. 
for a good retail lumberman. Address Box 
G-20 American Lumberman, Inc. 


WANTED: Manager for a very good retail lum- 
ber vad in a mage town. A real opportunity 
for a good man. Address Box G-21 


SALES of sales 

tion and advertising with Midwestern Building 
Materia! Distributors seeks p 
tion with reliable company in similar type 
position. College graduate, under 35, aggres- 
sive, | willing to sae tn Address Box G-28 








Lumberman, Inc. 





Progressive Florida Lumber and Building = 





MILLWORK SURVEY & DETAILING 
A firm of mill men offers a quantity survey 














terial Company interested in employing 
or two young men experienced in Rerail” Lom Seoul’ quersatecd. Your, inquiries ge 
ber a Building Materials — none except Address Box F-49 A Inc. 
sober, competent and hard Le need ap- 
ly. Address Box F-42 Americ 
ne. FE i 
1 _™ , | 4 position 
manager. Nineteen years’ experience in ait 





Roja Yamiioe Shove anngoniteage, lacs 
—To e charge pecializing 
sale of a a aan | to the home owner. 


equired. Excellent 
"prott sharing. Reply Box F.43 











1 Seepyree — 2 DETAILERS & BILLERS 
Required by progecasive millwork concern |o- 
cated in O ge... XA Fe tent 
and reliable, « din cuabpoctarss « mill- 
work for schools, churches, public and office 
buildings. Permanent position, excellent work- 

g con with good 8 hn ry Give 
in ditions h 
of detalling help 1) Ail | inquiries vabdential. 

a confiden 
Reply to B deg Inc. 











Wanted young man with lumb peri 
for Lumber Company located in C ti 
40 miles trom New York City. Man who can 
take off plans and has a well rounded know!l- 

SARA Py SB - 
tu lor the man. as Box G-23 
American Lumberman, Inc. 





COMMISSION LUMBER SALESMEN 
Reputable old-line lumber wholesaler looking 
for men interested in bettering their earnings. 
Territories open in metropolitan New York. 
Long Island, New England and Penn. All re- 
plies will be kept confidential. Address Box 
G-24 American Lumberman, Inc. 





LUMBER SALESMAN 
For gr company in one of al 
toarpleclos haclioess mill connections in south 
and west. Present salesmen earning top 
¥. 
Curry-Thrash Jumibes Corporation 


| Meridian. im Destasippt 








hases of retail lumber business. proven abil- 
ty, middle aged, family, presently cuployee. 
Prefer Mid-west or Southwest territo: Ad- 
dress Box G-29 American Lumberman., le 





Er p oi Al ih 55, 

as manager or assistant. Will on Be buy- 
ing sma jot between Pennsylvania and 
Nebraska. Address Box F-51 American Lum- 
berman, Inc. 


es position 








Eepesionced Lumberman, Hardware, Paint, 

— and —~—— 3 yard Genegse —_ 
ara similar wo resent A Saeec oye 
available about TF age ox 
G-30 American Lumberman, =. 





SALES REPRESENTATIVES 
WANTED 





Metal Moulding Salesman 
Full time or side line. To call on lincleum— 
hardware—iurniture stores—cabinet ps— 
lumber dealers — manufacturers and whole- 


be complete quality line of aluminum 
fest a _- .. soetonioe 


ren. Creek St Dave. .-- * $. Ohio” _ 


Representative for advertising 

lished 8 youn. Call on Fy and 
building materials dealers in New York, New 
Jersey and two or \e 





three 
Knowledge of retail 
calling on retail lumber and building materia! 
executives. e us . 
dress Box F-21, Ameri lL inc 








NEW TAPERED WOODEN PEG LEGS 
Several exclusive territories open for repre- 
sentatives to contact b material and 
hardware distributors with volume, omy 
ooline- heavy-repeat. su -q 

Peg ag 


essential. 
Grand Rapids. Mich. 





SALES REPRESENTATION 
AVAILABLE 





Established Building Material Manufacturer 
opening new Wholesale Division, desire dis- 
tributorship for several good lines. Complete 
sales coverage of retail lumber and hardware 
dealers in North New jersey and New York 
City. ee Box F-52 American Lumber- 
man, Inc. 





MISCELLANEOUS WANTED 





Wanted — B or home improvement ma- 
— —— find or —, priced igh. 
on etc or ka rd e 
Tower, Gsois N. her's. Mic 





LUMBER & DIMENSION WANTED 





PLYWOOD CUT-OFFS WANTED 
Trailerload or carload 
PLYCUT CO. 

1240 Webster Ave., Bronx, N. Y. 





MACHINERY WANTED 





Wanted to Buy 
Heads for A-20 Yates. Matcher heads, pro- 


file, etc. All milled bits for same. State arbor 
size and yao. Advise if yn or gona 





If o 
Address Box G-31 | a pA AF i. 





BUSINESSES FOR SALE 





For Sale or Lease long established retail lum- 
pd or ved A R Mountain oi] and uranium 
. yard yen, trackage = 

nventory approxi- 

—— B rai ie “Fakes and oqupmes ss = 





dress 4 E43. a Lumberman, Inc. 





FOR SALE 
established retail Lumber and Building 


po yard and mill, located in 
Central New York on the N.Y.C.R.R. and Barge 
Cc . in @ community of 33,000. Present op- 


erators wish to setire, Weite Box F-23, Ameri- 
can Lumberman, Inc. for complete information. 





FOR SALE Profitable lumber a and building 4 
center of the most luctive in 
Northern Ilinois. pasductve oe gg Ad 
ane Jarge farm pakep trade. Business is clear. 


——_* man, Address Box teh Ame ha 











Small lumber mill for sale in Black ie. an 
produce over 1!/, million feet annual! 


and steady production 


purc! from government as cut. Total. = 

veutment depending on lumber stock carried 

from .00 to $100,000.00. Address Box 
rican Lumbe 


G-37, Ame rman, Inc. 








Lumber Yard in South Cc cticut 
Wholesale & Retail 
This year will do approximately 2!/, million 
dollars. Business has increased over 50% 


annually for past 7 years. Stock dollar for 





dollar, plus 2 will. lease on land. 
only need apply. dress Box F-56 
American Lumberman, ie. 
Retail Lumber. Hardware, Cabinet Shop 
Planing mill. 4/ acres with ample shed 
room. 5 room modern living yee Plenty 
pine lumber for avaliable. Located West Centra! 
j Fast industrial city. 4 
Trucks. Ail ptt nn than $50,000. 
Plus ag Address oy F-59 American 
Lumberman. le 








YARD FOR SALE 
Retail Lumber, hardware and coal yard in 
Northern Ken' . Coal conveyors to dump 
truck. Good table Been in business 
for 40 years. 


. Address Box F-25. 
American Lumberman, Inc. 
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BUSINESSES FOR SALE 


BUSINESSES FOR SALE 





Retai) Lumber Business located in Western 
Pennsylvania, doing $190,000.00 business year- 
ly. Equipped with mill work shop. 4 Redi Mix 
concrete trucks, sand and gravel bins, bulk 
cement bin. clean stock of merchandise and 
hardware. For more details and information 
write Box F-38. American Lumberman, Inc. 


FOR SALE: Lumber, Paint and Hardware busi- 
ness in Northwest lowa town on Highway 75. 
Modern, compact, clean stock, in good farming 
community. Good lumber sheds, new cement 
and storage shed, metal roof in best re 
Average annual sales $100,000.00. Phone 
29-2451, Sergeant Bluff, lowa, ask for M. D. 
Hughes. 


For Sale: The ideal situation for the man who 
wants a combined operation—Retail lumber 
yard, saw mill and planing mill with kiln. 


Priced right. Located in central New Hamp- 


shire. Address Box G-32 American Lumber- 


man, Inc. 


% 


SOUTHERN CALIFORNIA LUMBER YARDS 
FOR SALE 


Advise amount you wish to invest: also see 
our ad in previous issues. 

Twohy Lumber Co., Licensed lumber yard 
brokers for over 40 years. 714 W. Olympic 
Bivd., Los Angeles 15. 





For Sale: Lumber and Building Supply in 
Pueblo, Colorado. Best location in Pueblo. 
Will lease real estate, etc. Sales volume extra 
good. Reason for selling. nearly sixty years 
in lumber business. Address W. G. Brown, 
Lamar, Colorado. Owner 


Retail Lumber and Fuel yard, central Wiscon- 
sin. Annual sales $100,000. Buildings and 
Equipment $28,000. Inventory $20,000. Liberal 
terms. Owner retiring after 36 years same 
a Address Box F-57 American Lumber- 
man, Inc. 


Going retail lumber yard in Southwestern 
Michigan, situated on busy highway. Only 
yard town. Reasonably oslesd, good a— J 
aan. Address Box G-33 American Lumberman, 
nc 


Lumber and Building Material Yard. Southern 
Michigan. Rich in agriculture, resorts and 

y. Age d d ti t. Liberal 
Terms. Addis Box G-34 American Lumber. 
man, Inc. 








We have some wo yore wonder buys in South- 
ern California | Pe . Tell us what 
you want and if we ‘t have it we can 
surely find just what you want. 


HAYWARD LUMBER & INVESTMENT 
COMPANY 
P.O. Box 1551 


Los Angeles 53, California 
Attention: Leo E. Hubbard—Licensed Broker 
Realtors — Property Management 
In Los Angeles since 1910 


SUILDING PropucTsS MERCHANDISER 


FOR SALE: California retail lumber and build- 
ing material = ard in thriving San Joaquin Val- 
ley. Established 10 years. Attractive store. 
ample sheds, highway frontage. convenient 
spur. Investment over $50,000. Will sell for 
,000. Closed due to owner's health. Ad- 
dress Box G-35 American Lumberman, Inc. 





Retail Lumber Yard, Planing Mill and Buil 
Contracting Business in fast growing Nort 
Central Kentucky City. Will sell inventory 
and equipment and lease real estate, or sell 
as a whole. Reasonable price and reasonable 
terms. Owner wishes to retire. Address Box 
G-36 American Lumberman, Inc. 





MISCELLANEOUS FOR SALE 





USED MACHINERY FOR SALE 





hanging a 72" carrier and lift 
pt A and “an for sale | two year 
old Ross straddle carrier Series 70 RS... 
60" capacity. Price $3175.00 f.o.b. our goons. 
This machine is like new and a bargain at 
the above price. 

HUSS LUMBER COMPANY 

1350 West Fullerton 
Chicago 14, Il. 





FOR SALE 


We will shortly release for sale e. 6-10-Al 
Stetson-Ross planer in practically ne 4 
tion, completely motestaod Ase ‘with Ste 
ttachmen Vv- 
pee ae migd by 8S. A. Woods. Write 





CARPENT ‘RS APRONS 
Write for prices and information. 
THE eere 4° eld co. 

Minneapolis. Minn 





DOUBLE YOUR INCOME from your news- 
PSF ~ i wg oe an our low cost 


proofs write 
to DAVID. LIL LY. ADVERTISING. Box 167, Long 
Beach 1, California. 





—_—__ 


BUSINESS OPPORTUNITIES 





LUMBER — HARDWA 
BUILDING MATERIALS 


—one of the busiest yards in the entire Mid- 
west. y sales $1, 186,689 = net profits 
over $84,000. Has real p ti 

tial increases. A sound and A, “established 
operation in ideal lower Michigan location 
serving over 100.000 trading area. This is a 
real ‘‘super-market’’ operation. Complete 
millwork and building service. Busy highway 
location and expanding area assure favorable 
future prospects. Conservative asking price 
including all equipment, inventory and miscel- 
laneous assets. Financing available. Address 
Box G-38, American Lumberman, Inc. 








LUMBER MILL — EST. 1919 
Wholesale-retail, present sales $6,000 month, 
N. W. Ohio, 10 acres, R.R. siding, complete 
ecuipment, owner retiring, priced to sell. 
APPLE CO. BROKERS CLEVELAND, OHIO 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 


1000 Good Serviceable 
Kiln Trucks, in stock 


$6.00 each. 


M. K. FRANK 
480 Lexington Ave., New York 17, N. Y. 





STEEL RAILS 
164. 204%, 254, WH, 35H. 40H and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Mouldings 
Millwork Blanks 


Inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 


Phene 6-253) TWX £G-048.0 


us for details. 


HUSS LUMBER COMPANY 
1350 W. Fullerton Ave.. 
Chicago I4, Ilinois 
Phone Lincoln 9-1700 





BOOKS FOR SALE 





ATTENTION LUMBERMEN! 


I have a limited number of the “OLD 
TIME BOOK” Lumbermen’s & Contrac- 
tors’ SEARCHLIGHT. A revised version 
1954. Price to lumber dealers in quan- 
tities 10 or more, 90 cents per copy. 
Will imprint your name, etc., on orders 
of 50 or more. 
Everett 8. Owens, Publisher 


34 Griggs St., 8.W. 
Grand Rapids 7, Michigan 





FOR SALE 


Lumber Calculator’s Handbooks. Tables giv- 
b rd feet in given number of 
pie number ol boat enue Ten Day Free 


fumber Calcula- 
tor’s Handbook, Olivia, N. C. 





PLAN BOOKS AT WHOLESALE 


To lumber dealers and <p Be 
only, we are offering our annual 
house plan book at Sckeoale rates! 


popular book is sold the world 
over Le By , but you get it for 30¢ on 
orders of five or more copies, 


Beautifully Sustatod me vginted 


persia complies oe ke latest such plans 
shown in each issue of PIC magazine. 


ts d ations—very 

ee an eee your cus- 

comnene for $11 (two full sets) and may 
be reordered at $5 each. 


book on same 
Floor plans in - 2 | 


. stating 
= interiors, exteriors and built-ins. 


WAGNER PUBLICATIONS, INC. 
415 Lexington Ave,, New York 17, N. Y. 





WOOD STRUCTURAL DESIGN DATA. Com. 
: by National Lumber Manufacturers’ 











NEW LITERATURE 


(begins on page 81) 





Chips, Grits & Bits is a new four- 
page monthly leaflet for dealers. The 
first number, August issue, is liberally 
illustrated, gives many tips on how 
to sell and help do-it-yourself cus 
tomers. Purpose of the publication is 
to “furnish information and ideas on 
the use of portable electric tools.” 
Available free on request from the 
Institute of Home Workshop Ideas, 
div. of Portable Electric Tools, Ine. 
Dept. AL, 320 W. 83rd St., Chicago 
20, Ill. 


For more data circle No. 56 on coupon, p- 64 


Southern Pine Interior Walls That 
Add Charm and Beauty, a four-page 
leaflet in full color covers interior fin- 
ishes, preparation of paneling and 
finishes for southern pine. A reprint 
of Architect’s Bulletin No. 5, it im 
presses the reader with the fact that 
pine paneling in any shade or color 
biends well with a variety of settings 
and styles of decor. Southern Ping 
Association, National Bank of Com 
merce Bidg., Dept. AL, New Orleans, 
La. 


For more data circle No. ST on coupon, p. 64 
Booklets covering a number of spe 


cial plans for using life insurance to 
fund buy-and-sell agreements, for 


pom TH 





FOR INFORMATION ON 


“What's New” Items 


Circle the code number at the right 


corresponds to the number listed at the end 


of thet particular WHAT'S NEW 


FOR INFORMATION ON 


various business, legal, accounting and 
tax problems are available free. 
Literature is also provided for pro- 
prietorships, partnerships, business 
insurance programs and other plans 
for large and small firms. Connecti- 
cut Mutual Life Ins. Co., Dept. Al-1, 
Hartford, Conn. 


For more data circle Ne. 58 on coupon, p. 84 


Technical manual just published 
gives data on the use of Penmetal 
Lightsteel structural sections. Iso- 
metric drawings show methods of 
applying collateral materials to sec- 
tions for floor, roof, ceiling and in- 
terior and exterior wall constructions. 
Vapor barrier and thermo-insulation 
applications as well as accessory de- 
tails and practical connections are also 
included. Penn Metal Co., Inc., Dept. 
AL, 205 E. 42nd St., New York 17, 
N. , 


For more data circle No. 59 on coupon, p. 84 


Two new catalogs give complete 
specification data on portable electric 
tools. Catalog SM-1 covers Shopmate 
tools and No. P-1 is on Pet power 
Both books are fully illustrated, 
contain specifications, descriptive data 
and material on merchandising aids 
and sales information. A list of fac- 
tory authorized service stations is also 
included. Portable Electric Tools, Inc., 
Dept. AL, 320 West 83rd St., Chicago 
20, Ill. 


For more data circle No. 60 on coupon, p. 84 


tools. 


gus?’ 


Columbian aluminum, line and sur- 
face, pocket and torpedo levels are 
described in a new catalog page form 
LL-1838. Illustrated with numerous 
photographs, the bulletin outlines im- 
portant features of nine levels and 
contains price data, dimensions and 
shipping information. The Columbian 
Vise & Mfg. Co., Dept. AL, Cleveland 
4, Ohio. 


For more data circle No. 61 on couvon, p. 84 


A four-page circular describing the 
new No. 1200 Pocket Door T-Frame 
is available. The warp-proof, all steel 
unit is said to be easy to install, fit 
all standard interior door require- 
ments and designed to take any type 
of wall material—lath and plaster, 
dry wall or plaster-board, wood panel- 
ing or tile. Sterling Hardware Mfg. 
Co., Dept. AL, 2345 W. Nelson St., 
Chicago 18, Ill. 


For more data circle No. 62 on coupon, p. 84 


Darra-James Mat Service 


Toolkraft Corp. has announced a 
new mat service for jobbers and deal- 
ers. Designed for maximum flexibil- 
ity, the service provides a line drawing 
for each item in the Darra-James line 
for ideal reproduction in local news- 
papers as well as trademarks in sev- 
eral sizes and suggested copy on lead- 
ing tools. Proof-sheets and mats are 
available. Toolkraft Corp., Div. 
Hampden Brass and Aluminum Co., 
Dept. AL, Box 130, Springfield, Mass. 

For more data circle No. 63 on coupon, p. 84 


keep informed on “WHAT’S NEW!” 
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Manufacturers and Wholesalers 


WEST COAST « 
LUMBER 


All species. Extensive con- 
trolled production. Write for 
name of local wholesaler 

or commission mon. 


y 


Lumber Wholesalers 


BOX 67 ° MEDFORD, OREGON 








America’s Finest 
SHUTTERS 


Sold only through dealers! 
@ PRICED FOR PROFIT 
@ COMPLETE CUSTOM PROGRAM 
@ SOLD NATIONALLY AT ALL 
FINER STORES. 














write: 
"A" box 421 
minneapolis, 


EUEEECEE Cre re 

















at 


minnesota 





SUILDING PropucTs MERCHANDISER 








English Type 
RAIL and HURDLE 


FENCE 


PROFITS FOR DEALERS! 
YOU SELL FENCE 
We Carry Inventory 


ALL TYPES—From large Estates to 

Small Homesites 

fos LONG {ire — Entire Pence — 
id rails) can be treated 

wae setionelly eae 


PENTA PRESERVA 


OOD PRODUCTS CO., Toledo, Ohio 


2, 3, 40r5 rail. Can be painted 
or allowed to age naturally 
without cost for upkeep. 
SCREEN TYPE PICKET 
FENCE shown in catalog. 





Double Advertising Impact 


Special display tickets double 
the impact of your advertising 
program when items featured 
in your ads are identified in 
store and window displays. 
Merchandise _ ticketed 
ADVERTISED” or 

CIAL” points out the featured 
articles and stops store traffic. 
Follow through on all promo 
tions price-mark merchan 
dise to tie in with your ads 


DISPLAY TICKETS 
MOULDING TICKETS 
SPECIAL SALES CARDS 
BIN TICKETS 





Write for samples and price list 











UNIVERSAL PRICE MARKING SYSTEM 


401 Washington Avenve South « Minneapolis 15, Minnesota 
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ESTIMATING CHARTS 
FOR 
FARM BUILDINGS 


By E. A. Malm, Architect 


A NEW, PRACTICAL AND SIMPLIFIEI 
SYSTEM FOR FAST, EASY AND RE 
LIABLE ESTIMATING 


The latest revised edition now contains 
Estimating Charts and late types of con 
struction details of Gothic, Gambrel 
Plank Truss and Plain Gable Barns 
Rafter Chart, Barn Misc. Corncrib & 
Granary Hog and Poultry Houses, Ga 


rages, Implement Shed, Misc 
Masonry Windows, Doors, Nail: 
Labor 


3uildings 
Paint 





The Chart re made to use like an 


Actuary. Simply select the column giv 
ing the size desired or combine the 
quantities in two columns for odd size 
The material is described under section: 
ym each chart such as Walls, Floors 
Roof, Cornice, Misc. Over 6,000 possible 
estimates given, on all the practical sizes 
The quantities required are given in the 
usual estimating term 


hours for 1,000 bd. ft 


Labor given in 


r 100 sq. ft. wall 


This service consists of 75 pages 8!/.x11, 
28 pages construction details and 44 
page: Estimating Charts, bound in 
1 high grade flexible loose leaf ring 
binder. 18 celluloid index tabs for quick 


reference 


PRICE $15.00 


Order From 
American Lumberman. 
139 N. Clark, Chicago, 2. 
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Distributor Develops 
Ingenious Demonstrator 


When Travart Sales, Para- 
mount, Calif., became representa- 
tives for Versa-Railing, a new do- 
it-yourself wrought iron railing, 
their salesmen had difficulty con- 
vincing dealers that any step or 
platform railing could be con- 
structed with only three basic, ad- 
justable and interchangeable 
parts. 


Glenn Varley, Tavart president, 
overcame the difficulty by having 
small platforms and steps con- 
structed on which the railing is 
mounted as it would be installed 
on a home. Transported on trail- 
ers, the demonstrators enable Tav- 
art salesmen to show how one pre- 
drilled newel post can be used for 
end, corner or intermediate post; 
how railing section can be slanted 
for use on steps and how the ad- 
justable fitting is used to join rail 
sections to posts at all points. 


Optional decorative items such 
as lamb’s tongues, end scrolls and 
ornamental spindle scrolls are also 
used on the demonstrators, which 
have proven so successful the 
manufacturer plans to make simi- 
lar displays available to dealers. 


Window Firm Converts 
Jobbers to Manufacturers 


Triangle Aluminum Products, 
Inc., Miami, has inaugurated a new 
manufacturer - distributor opera- 
tion. Under the new plan, Triangle 
grants statewiie manufacturing 
franchises for its TAPCO alumi- 
num jalousie window, and the 
franchise holder then becomes a 
manufacturer of the window he 
sells. 


The firm sets up the local manu 
facturer with a completely equip 
ped plant plus all the engineering 
know-how to turn out the windows. 
All franchised plants will be able 
to save substantial amounts of 
money under a cooperative pur- 
chasing plan, enabling them to pur- 
chase and stock economica] quan- 
tities of aluminum extrusions pur- 
chased through Triangle at low 
quantity prices. 

In announcing the plan, Frank 
M. Rosendahl, Triangle head de- 
clared: 

“In this manner we not only ef- 
fect a quantity buying saving, but 
also eliminate expensive engineer 
ing departments, shipping costs 
and heavy inventories of windows. 


,) 
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Southern Sash & Door Jobbers As- 
sociation will hold its 16th annual 
winter meeting at the Greenbrier, 
White Sulphur Springs, W. Va., Nov. 


13-15. 


O. V. Slaughter, who has been in 
charge of the Dimension Div. of the 
Mansfield Hardwood Lumber Co., 
Shreveport, La., and sales manager fo: 
the firm's Hardwood Div., has left the 
company to devote his time to the 
wholesale lumber business. Formerly a 
managing partner of the Shreveport 
Lumber Sales, he has now taken over 
the entire partnership. 


Northern Sash & Door Jobbers As- 
sociation will hold its 14th annual 
meeting at the Edgewater Beach 
Hotel, Chicago, October 3-5. 


Wm. Cameron & Co. Named 
New Valspar Distributor 


The Wallpaper & Paint Div. of 
Wm. Cameron & Co. has been ap- 
pointed distributor of Valspar 
paints, varnishes and enamels in a 
27 county area in Texas and for all 
Cameron retail yards, according 
to a recent announcement by the 
Valspar Corp. 

To publicize its new line, the 
Cameron Wallpaper & Paint Store 
in Waco staged a special opening 
campaign. Approximately 1,000 
visited the store during the two- 
day event. Hawaiian orchids were 
presented to the ladies, a can of 
Valspar varnish was given to 
everyone and two door prizes were 
awarded. 

Large newspaper ads, radio and 
TV publicized the opening which, 
according to Cameron executives, 
was one of the best promotions 
held in that area. Similar promo- 
tions will be conducted for all 
other Cameron retail yards. 





MILESTONE PIPE, destined for Lub- 
bock, Tex., is accepted by W. A. Hogan, 
vice-president, representing the Morri- 
son Supply Co., from B. G. LeMieux, 
Orangeburg, vice-president. The 200.- 
100,000th foot of pipe produced by 
Orangeburg, since 1948, it represents 
the last unit in a chain of 87,800 pipe 
miles. 
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Are you selling Access Doors 
for homes like these? I's profitable 


business that's really worth going after! 





More than a million housing starts this year mean 
More than a million prospects 
for MitcoR Steel Access Doors 


You can meet the need of every customer, with 
Milcor Steel Access Doors. There are 11 different 
sizes from 8” x 8” to 24” x 36”, in styles both with 
ond without expansion wings ready to install in 
plaster or non-plaster walls 


Ev: RY house needs at least one access 
door, for instant access to key service 
points in plumbing. Public buildings need 
hundreds! How many of these hot pros 


pects will yow sell? 


Actually, the sky's the limit, if you really 
get behind Milcor Stee! Access Doors and 
push them hard — if you talk — demon 


strate — display — and advertise— Muilcor 
Access Door advantages 


There's plenty to talk about: Milcor Steel 
Access Doors can't warp, crack, shrink, 
swell, or rot. They are termite proof and 


fire-resistant They go in flush with wall 


or ceiling — need no special framing, no 
cutting or fitting. Builders and plumbers 
save installation time and costs, And home 
owners save on labor costs — save main 


tenance expense later on 


Painting or papering is done right over 
Milcor Steel Access Doors. One finish-coat 
usually covers. No sanding or filler coats 


are needed 


Stock up on Milcor Steel Access Doors 


now 


Write for literature, prices and other 


information. 


i 
<INLAND>STEEL PRODUCTS COMPANY 


4029 WEST BURNHAM STREET 


BALTIMORE 5, MD., 5300 Pulask: Highway 


BUFFALO 11 
Western Bivd. — CINCINNATI 25, OHIO, 3240 Spring Grove Ave 
MICH., 690 Amsterdam Ave. — KANSAS CITY 41, MO., P. O 

NEW YORK 17, N. Y., 230 Park Avenue ST. LOUIS 10, MO., 


MILWAUKEE 1, WISCONSIN 


N. Y., 64 Rapin Street — CHICAGO 9, ILLINOIS, 4301 South 


CLEVELAND 14, OHIO, 1541 E. 38th St. — DETROIT 2 


Box 918 — LOS ANGELES 58, CALIF., 4807 E. 49th Street — 
4215 Clayton Avenue 


“i468 





selling 


, MATICORK 


ASPHALT TILE FLOORING 


The whole country’s buzzing about new MATICORK 
»«»--@ honey of a tile at a honey of a price! 


AG, 
. ay 


“ 


WHAT A PRODUCT! MATICORK captures all the distinc- 
tive beauty of cork tile flooring .. . yet provides all the 
practical qualities that make asphalt tile so desirable. 
Durable MATICORK lasts for years... is easy to maintain 
...can be installed on, above or below grade... is 


comfortably resilient underfoot. 


WHAT A PRICE! Yes, despite all these outstanding advan- 
tages, MATICORK is priced the same as regular asphalt 
tile flooring. It’s available in three natural cork shades — 
light, medium and dark—that can be used individually or 
in striking random patterns. Your customers are sure to 
make a bee-line for MATICORK, because it’s a perfect 
over-the-counter item. Be sure you have plenty of 


MATICORK in stock. 


MASTIC TILE CORPORATION 
OF AMERICA 


Houston, Texas * Joliet, Ill. * Long Beach, Calif. * Newburgh, New York 


Confetti + Aristoflex + Parquetry * Maticork * Asphalt Tile 
Rubber Tile + Vinyl Tile « Cork Tile + Plastic Wall Tile 


” <A ss 
we 
MATICO 


PRODUCTS 





